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SOME COMMISSIONERS 
TO CALL ANOTHER 
RUMP CONVENTION 


Exchange of Correspondence By De- 
partments Shows That Many Decli- 
nations Have Been Received 











MAIN CONVENTION NEXT MONTH 





National Convention to Act on Com- 
missions and Profits in December 
While Here 





“The four horsemen” of the National 
Convention of Insurance Commission- 
ers, Ben C. Hyde, of Missouri; W. Stan- 
ley Smith, of Wisconsin; Bruce T. Bul- 
lion, of Arkansas, and John J. Me- 
Mahon, of South Carolina, are reported 
having started to organize their radical 
forces for the December meeting in New 
York by calling a “rump” convention 
prior to December 3 in a middle west- 
ern city. Invitations have been sent 
out to a number of commissioners, but 
several have already declined to attend. 
A “rump” convention, which attracted 
wide publicity, but not a large attend- 
ance, was held in Denver some months 
ago. 

Three matters of leading importance 
nationally on the agenda of the com- 
missioners’ convention at the Hotel 
Astor during the week of December 3 
Promise to make the meeting one of 
the most active and interesting in re- 
cent years. Leading is the question 
whether the present system of calculat- 
ing underwriting profits, established in 
1921, shall be continued; second, ranks 
the question whether agents’ commis- 
sions shall be continued on a flat basis 
or on a contingent basis; and, finally, 
the convention will hear the report of 
the special committee, appointed by the 
National Board of Fire Underwriters, 
on standard rating schedules and forms. 
The commissioners have yet to appoint 
their representative on that committee. 


Attitude of the Commissioners 

; Commissioners Hyde, McMahon, 
Smith and Bullion made strenuous but 
vain attempts at Minneapolis to alter 
the method for arriving at annual un- 
derwriting profits by proposing that the 
Income on invested reserves and other 
finds be included in the sum from 
Which the permissible 5% profit is cal- 
culated. The convention did finally, 
however, vote to reconsider the current 
system at its December meeting. 

_In the opinion of several leading fire 
surance executives ‘and insurance 
‘ommissioners the radical group, al- 
teady enumerated, has almost a negli- 
sible chance of having its demands ac- 
‘epted at the coming convention. Few 
‘ommissioners outside of these four ap- 
bear at this date to be in sympathy 
With the efforts to change. The only 
‘lement of doubt rests in the fact that 
Many present incumbents in commis- 
sioners’ offices have come in since 1921, 
‘Md so their views are not wholly 
known. But judging from the lack of 
(Continued on page 14) 
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TOMORROW 


Is not the history of a Company the best 
barometer by which to gauge its future? 


Since 1782 The “Phoenix” has dealt honor- 
ably with the public and has always consid- 
ered the interests of its representatives. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


indemnity Company 
75 Maiden Lane, New York 
Yesterday Today Tomorrow 























OPPORTUNITY! 





Opportunity may knock more than 
once in the Insurance Business. One day it may be the Use 
and Occupancy opportunity, another day it may be a Rent 
opportunity. The agent who makes the most of these Side- 
Line opportunities will profit to a large extent. 


COMMERCIAL UNION FIRE INSURANCE CO. 


114 Fifth Avenue, New York 














1867 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


1923 


Admitted Insurance in 
Dec. 31 Assets Force 
1912 .......-..-. $12,481,725.00 $ 67,326,327.00 
1922 ..........-- $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 

For information regarding agencies 

Address: Home Office—Des Moines 














KLINGMAN AGENCY 
IN OCTOBER PAYS 
FOR $4,650,522 


Managerial Records Broken in St. Paul 
Territory Which Has 2,527,080 
Population 








MOST POLICIES MEDIUM-SIZED 





Earlier This Year Same Agency Paid 
for $6,500,000 in Forty-five 
Day Campaign 





All known records of paid _ bust- 
monthly production by an 
insurance agency were broken in Oc- 
tober by the W. W. Klingman agency 
of the Equitable Life Assurance So- 
ciety in St. Paul which rolled up a 
paid-for of $4,650,522 of regular busi- 
ness exclusive of group. 


ness for 


It shattered 
all existing records in the Equitable's 
history by several hundred thousands, 
and so far as can be learned, has not 
been equalled by any other company’s 
general agencies. 

The feat is all the more remarkable 
because it is made up of a large num- 
ber of medium sized policies and rep- 
resents approximately 2,000 individual 
While the territory which Mr. 
Klingman supervises is largely rural 
and in places sparsely settled, 
the total population of the territory in 
his exclusive 2,527,080; so 
the paid business for October is nearly 
$2 per capita for 


lives. 
many 
charge is 


one month. 


How Klingman Started In Life Insur- 
ance 
introduction to life in- 
itself furnishes a_ story 
unique. His was 
Frank H. Davis, now agency 
One day Mr. Davis, 
then with another company, arrived in 
a small Nebraska town at 1 o’clock in 
A fraternal society had 
monopolized all the available hotel 
space of the place, but a night clerk 
told Mr. Davis that there might be a 
sleeping place in a building over a 
pool room. The two went to the build- 


Klingman’s 
surance in 
which is contact 
through 


vice-president. 


the morning. 


ing, obtained entrance with difficulty 
and Mr. Davis was ushered into a 
room where a man was sleeping. It 


was W. W. Klingman, then a salesman. 
The latter was asked by the clerk if 
he objected to having a stranger sleep 
in the same room. “I'll take a chance 
if he will,’ was his comment. Kling- 
man and Davis were attracted to each 
other and talked most of the night. 
Klingman had sold lots of things, but 
not insurance. Davis talked insurance 
so eloquently that Klingman became a 
convert. 

Sometime later when Davis was in 
Minnesota, Klingman sent him a wir 
saying he was coming to join him. 
When he arrived he was told that 
there was no opening. but he declared 
he had brought his trunk and would 
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start working anyway with or without 
a contract. 


Davis Discusses Klingman’s Feat 


In discussing Mr. Klingman’s 
achievement and his personality Mr. 


Davis said this week: . 
“Ten years ago W. W. Klingman be- 
came associated with the Equitable Life 
Assurance Society as agency manager 
in St. Paul, shortly 
thereafter friend that 


Minnesota, and 


confided to a 








WwW. W. 


KLINGMAN 


some day his organization would stand 
first on the monthly Honor Roll of the 
Society, which is a list of leaders, com. 
prising the fifty leading agencies of 
the Equitable arranged according to 
volume of monthly paid business. 
Quite an ambition for a young, inexperi- 
enced manager, especially as the aver 
age annual production of the Equit- 
able’s agencies is between five and six 
millions of paid business. In spite of 
many handicaps, which included poor 
health, Klingman’s vision was never 
dimmed and his resolution never fal 
tered to accomplish this result. In 
October this year his agency paid for 
$4,650,522 of regular business, exclusive 
of group insurance, which shatters all 
existing records in the history of the 
Equitable for paid business from one 
agency in a single month, and it is 
believed that this also establishes a 
world record and that it is more than 
any agency of any company has ever 
paid for in a single month. 


Record an Inspiration 

“It goes without saying that he has 
an enthusiastic and loyal organization. 
He is a sympathetic driver and results 
is the only thing that satisfies him. He 
is frank, open and above-board, a two 
fisted, right from the shoulder man. It 
is said that he sometimes swears at 
his agents, but they swear by him, for 
they know that his greatest ambition is 
to make them individually successful. 
He doesn’t ask his men to do something 
which he has not already done and can 
not now do. He is always willing to 
cooperate with them even to the point 
of great personal inconvenience, but he 


GOOD GROUP ARGUMENT 


youlden, Cook & Gudeon, managers 
in New York for the Connecticut Gen- 
eral Life, are using effectively a print- 
ed folder on group insurance which 
says: “What can you do for an em- 
ployee with $10? You might pay for 
his newspaper for a year. You might 
buy him a Christmas turkey. You 
might give him a $10 gold piece. You 
might add it to his yearly wage. 

“Of all the different things you could 
buy for $10, is there any worth as 
much to your business as $1,000 of in- 
surance on his life?” 








PROSPECTS 





We are giving them to our salesmen at the rate of 
- 40,000 PER YEAR 





Established 
1879 





We Help Our Salesmen 
BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 











insists that they play their full part in 
their own development. As evidence of 
the fact that his organization is on an 
efficient basis, it is said that he spent 
a part of the month of October in New 
York attending the World Series ball 
games, but his absence in no way ad 
versely affected the spirit of the agency 
or the goal which they had in mind. 
The October record is the second out- 
standing performance of the Klingman 
Agency for the year, the first being a 
forty-five day campaign for written 


business, in which over $6,500,000 of 
business was produced. His agency 


will pay for more than $20,000,000 for 
the year, which Klingman feels is only 
a good beginning for the territory. His 
agency is a wonderful example of what 
can be accomplished through virile, ag- 
gressive organization. The growth of 
his agency has been consistent but 
rapid, the production during his first 
year as manager being $1,125,000 out of 
a territory which had previously pro- 
duced but $55,000 of paid business an- 
nually. The record of his agency 
should be an inspiration to all life in 
surance managers.” 


Missouri Bars Life 
Co’s of Massachusetts 


HYDE INVOKES RETALIATION 





Insurance Superintendent Says Compa- 
nies Have Not Complied With Law; 
No Particulars Given 





Massachusetts life insurance compa 


nies will be barred from renewing 
their licenses in Missouri when they 
expire March 1 next, according to an 


announcement by Superintendent — of 
Insurance Ben C, Hyde. 
ualty companies 
cause the Insurance 
Massachusetts refused to 
Reciprocal Exchange of 
but Superintendent 


Fire and cas- 


are also barred be 
Department of 
admit the 
Kansas City, 
Hyde gave the fol- 


lowing additional reason for” barring 
the life companies: 
An investigation by the Missouri 


Insurance Department discloses that 




















CO-OPERATION 


URING the past ten 

years the average in- 
come of Phoenix Mutual 
salesmen from first year 
commissions has increased 
more than tenfold. 


This is a striking illustra- 
tion of what our plans for 
the development of and co- 
operation with our field 
force are accomplishing. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 





No. 30 

















FRANK J. HAIGHT | 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 











the life insurance companies of Mass. 
achusetts did not comply with the 
laws of Missouri in reference to quali- 
fications of life insurance companies 
organized under the laws of other 
states, and for that reason, as well as 
the reasons previously stated, I shall re. 
fuse to life insurance companies or- 
ganized under the laws of Massachu- 
setts renewal of their licenses at the 
expiration of the present license per- 
iod.” 





FOR EXECUTIVE COMMITTEE 


LeRoy Bowers and R. F. Pennell Nom. 
inated and Will Be Voted On 
At Next Meeting 


LeRoy Bowers, a manager of the 
Mutual Life, and Robert F. Pennell, 
district manager in Brooklyn for the 


Union Central, have been nominated to 
fill vacancies on the executive commit- 
tee of the Life Underwriters Associa- 
tion of New York. Mr. Bowers has 
previously served four terms on_ the 
executive Committee and was chairman 


in 1920-21. Mr. Pennell has been a 
member of the association since 1919 


when he entered his present position. 





UNDERWRITERS MEET NOV. 13 


Chief Speakers Will Be J. L. Bragg and 
J. T. Lange, of A. W. Shaw Co.; 
Hotel Astor Selected 


At ‘the dinner 
the Life Underwriters’ Association of 
New York, which will be held at the 
Hotel Astor, November 13, James Elton 
Bragg and Joseph T. Lange will be the 


next and meeting of 


principal speakers. Mr. Bragg is well 
known as one of the faculty of the 
New York University training course 


and Mr. Lange, who is connected with 
the A. W. Shaw Co., publishers of 
“System” and “Factory”, has spoken be- 
fore all kinds of organizations. He 
has addressed several agency meetings 
and his talk on “Service in Selling” will 
be illustrated by blackboard examples. 





DETROIT LIFE EXPANDING 

At a banquet given by the Flint and 
Lansing agencies of the Detroit Life, 
last week, President M. E. O’Brien said 
that the company had $40,000,000 of 
business in force and that it was writ- 
ing at the rate of $1,500,000 of new 
business monthly. Morris Fishman, 
manager of the home office agency of 
the company and one of its star pro- 
ducers was a speaker at the banquet 
and he urged the agents to stick with 
one company. 





HALF DAY SESSIONS 
The chances are that the National 
Association of Life Underwriters will 
hold half day sessions for four days at 
the Los Angeles annual meeting. 





Frank Bushnell, vice-president of the 
Aetna Life, last week completed 
twenty-five years in service in the home 
office of the company and his associates 
showered congratulations and_ flowers 
cn him. He has been connected with 
the company for thirty-seven yeals 
Mr. Bushnell is a native of Pittsbursh. 
He was engaged in a mercantile bus! 
ness in New York when he joined the 
Aetna Life in 1886. After three yeals 
he became one of the managers at tht 
New York office. Later he became thé 
head of the agency force, and now he 
is stationed permanently at the home 
office. 
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New Secretary For 


Canadian Association 
ALSO TO EDIT MONTHLY PAPER 








J. A. McCamus Has Had Actuarial and 


General Insurance Experience; 
L. W. Dunstall Asst. Editor 





ass- 
the 
nali- The executive council of the Life 
nies | underwriters’ Association of Canada, 
= gon met in Toronto when the appointment 
lire. of a successor to J. H. Castle Graham 


or- |was dealt with among other matters. 
chu [phe new general secretary is J. A. Mc- 


the 
per- 


Nom. 


r the 
nnell, 
r the 
ted to 
mmit- 
socia- 
s has 
n the 
irman 
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Camus. He will also be managing ed- 
itor of the “Life Underwriters’ News.” 
L. W. Dunstall, who has been in the 
service of the Association for the past 
four years, Was appointed assistant 
secretary and assistant editor of the 
News. J. B. Hall becomes treasurer 
of the Association. 

J. A. McCamus is an Ontario man. 
He entered the actuarial department 
of a local life company in 1912, after 
three years at Toronto University. In 
1915 he enlisted and was overseas 1916 
to 1919, rising from lieutenant to ma- 
jor in command of a machine gun com- 
pany. Returning to Canada in 1919 
he connected with the Toronto agency 
of a life company and, in 1920, went 
into the general insurance brokerage 
business for himself. His appointment 
is general secretary and managing ed- 
itor dates from November Ist. 

L. W. Dunstall, appointed assistant 
secretary and assistant editor of the 
News, is well-known to association 
members. He enlisted in the Imper- 
ial Army in January, 1915, served 
three months in France and then for 
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over three years in the Eastern The- 
atre of the war. He received rapid pro- 
notion, was one of the youngest senior 
non-commissioned officers in the Brit- 
ish army, and in March 1918, was men- 
tioned in a despatch from the Com- 
mander-in-Chief of the Eastern The- 
ttre for services rendered. After de- 
nobilization, in 1919, he took a com- 
lete course of Business Training at 
Holborn Hall College, London, Mng- 
and. Coming to Canada, he entered 
he service of the Life Underwriters’ 
Association in November, 1919, and 
las been with the organization ever 
since, 

J.B. Hall (Manufacturers’ Life, Tor- 
into) ig appointed Treasurer of the 
Association and Chairman of the fi- 
hance committee in succession to Mr. 
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Plans are all completed for the new 
‘me office of the Connecticut General 
fe at Hartford, which will be one of 
he city’s finest buildings. The plans 
'e by James Gamble Rogers, of New 


National ork, who designed the Harkness Mem- 


| fl Quadrangle at Yale. 


ir days at The site at the corner of Elm and 


\dson Streets, was acquired by the 
Mpany several years ago. The com- 
Fly is waiting for more favorable 
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NOAH INTRODUCED 
INSURANCE 


Back up your thoughts to the early chap- 
ters of Genesis. Meet mankind’s friend— 
Noah. Shake his hand well, for you are his 
beneficiary. He insured his life for your sake, 
because he built that great ark which weath- 
ered the great flood. Are you not thankful? 
Just suppose he had not obeyed the com- 
mand. By constructing his glorified canal 
boat he insured all the ensuing life of the 


globe. 


Your job is not as comprehensive as 
Noah’s, but it is more important today to 
your wife and children. Noah is just an ex- 
ample—show the good work you can do by 


insuring your life for all it is worth. 


The Prudential 


Insurance Company of America 
EDWARD D, DUFFIELD, President 
‘flome Office, Newark, New Jersey 








Continental Raises 
Capital and Surplus 


NOW $1,000,000 





COMPANY 





Continental Assurance of Chicago 
Started Ten Years Ago With 
Only $150,000 





The Continental Assurance Co., of 
Chicago, the running mate of the Con- 
tinental Casualty Co., H. G. B. Alex- 
ander being president of both, has in- 
creased its capital stock to $500,000 and 
also increased its surplus to a like 
amount. Vice-President Glenn F. Clay- 
pool says that the business increase 
made by this young company during 
1923 justifies the $1,000,000 capital and 
surplus that the company will show in 
its annual statement this year. 

The Continental Assurance Co. began 
business about ten years ago with no 
insurance on its books and $150,000 of 
capital and surplus paid in. It never 
reinsured the business of any other 
company. 

At the end of the current year its 
paid-for insurance in force will be in 
excess of $40,000,000, its total assets 
approximately $3,125,000, and its capital 
and surplus in excess of $1,000,000. 
New paid-for business for 1923 will be 
approximately $20,000,000, and consider- 
ing the conservative start of the com- 
pany these rapidly growing figures give 
some idea of its future possibilities. 

Vice-President Claypool advises that 
the program for 1924 contemplates the 
writing of more than $25,000,000 of new 
paid-for insurance. The company’s op- 
erations have been restricted to com- 
paratively few states, but some addi- 
tional territory is to be opened in the 
coming year. The Continental Assur- 
ance is generally known as the life in- 
surance department of the Continental 
Casualty Co. The Continental compa- 
nies at the close of 1923 will have com- 
bined assets in excess of $15,000,000, 
combined capital and surplus in excess 
of $4,000,000, and a combined premium 
income for the year of well over 
$14,000,000. 





SOME SOCIETIES PAY LANDIS 





When Congress Turns Him Down Actu- 
ary Presents Claim for Big Fee 
and Many Pay 





Abb Landis, the prominent fraternal 
actuary who secured a reversal of a 
Treasury Department tax ruling which 
saved the fraternal societies about $6,- 
000,000 in connection with which he pre- 
sented to the Fraternal Congress a bill 
for a contingent fee of 214%, an ac- 
count of which appeared in The Eastern 
Underwriter, November 2, has written 
this paper saying that he presented his 
claim to the individual societies and 
that he has already received many 
checks in response. 

Mr. Landis sent a general letter to 
the individual societies in which he ex- 
plained the situation and said: “I am 
submitting for your consideration a 
statement of facts which will enable you 
to decide whether or not your society 
was liable for the tax and had been sav- 
O60 Bec cies , and whether or not $.... is 
a fair and reasonable fee. The actual 
savings to your society, according to 
the amount assessed against the Arti- 
gans Order of Mutual Protection, was 
158% of $....or $.... I have made a 
charge of 24%4% of the savings in the 
excise taxes only.” 

If all the societies pay Mr. Landis‘ fee 
claimed, he will receive about $150,- 
000. 





S. W. TRAVERS DEAD 

Samuel W. Travers, vice-president of 
the Atlantic Life of Richmond, Va., 
and long prominent in the business and 
financial life of that city, died of heart 
trouble on November 2, following a 
brief illness. He is survived by @ 
widow who was Miss Fannie Taylor, of 
Wilmington, N. C. Mr. Travers was a 
native of Dorchester County, Md., and 
was 75 years old. 
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There is an Equitable Policy for every Life Insurance Need “ 
THE EQUITABLE c= 

LIFE ASSURANCE SOCIETY 

OF THE UNITED STATES io 


120 BROADWAY *« NEW YORK ti 
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Misrepresentation 
May Nullify Policy 


IMPORTANCE TO 
Seemingly Slight Misstatements May 
Have Vital Results as Shown By 
Court Decisions 


ASSURED 


The entire benefits of a life insurance 
policy may be nullified by a seemingly 
slight misrepresentation in the applica- 
tion or elsewhere and the insurance 
salesman can do the assured a service 
py making this clear. The legal side 
of misrepresentation in the application 
ig shown in cases cited by Wendell M. 
Strong, associate actuary of the Mutual 
Life, New York, in the following: 

Although this action was brought in 
the State of Wisconsin, the policy was 
n Oklahoma contract and the laws of 
Oklahoma were pleaded by the defend- 
ant. The contract was therefore gov- 
erned by the law of Oklahoma. 

One of the questions in the applica- 
tion was What physicians had been con- 
sulted within the last five years, which 
was answered “none.” As a matter of 
fact, the insured had been treated by 
a number of physicians. The question 
as submitted to the jury, regarding 
such consultations, read as follows: 

“Had Arthur Fishbeck consulted or been 
treated by a physician for any serious illness 
: ailment within the five years immediately 
receding the date of said application?” 

It will be seen that this question as 
submitted to the jury is not as to whe- 
ther the insured had consulted any 
physician but as to whether he had 
consulted any physician for a serious 
illness. The court, in speaking of this, 
held that it was proper to insert the 
word “serious” in the question to the 
jury, the opinion reading in part as 
follows: 





“The trial court evidently sought to apply 
the law of Oklahoma as declared by the stat- 
utes and judicial decisions of that state, and 
e concluded that it did not imperatively fol- 
low that the policy was_ void because untrue 
statements had been made in the application, 
Under the law of Oklahoma, these statements 
were not warranties but representations only, 
and there remained the question whether they 
e fraudulently made. Under the law of that 
state the insured was not required, in, answer 
to the questions, to state what medical at- 
tendance he had received for every ailment he 
may have had during the past five years, pro 
vided they 


were ailments which had_ readily 
vielded to treatment and were not likely to 
mpair the general health; hence there would 


he no fraud in failing to disclose 
for ailments of that character.” 

The doctrine of this case is that mis- 
representation as to consultation of 
physicians will not invalidate a policy 
unless the consultation was for some 
illness that was serious in the eyes of 


treatments 





the jury. 
The judgment of the lower court 
against the company was affirmed. 
(Fishbeck vs. New York Life, Wiscon- 
sin, 192 N. W. R. 170.) 
Misrepresentation as to Habits 
The insured had misrepresented his 
habits as to the use of alcohol. He 
ied a few months after the policy was 
issued and the company filed a bill for 
‘ancellation of the policy on the ground 
of misrepresentations, which was 
franted. 
The court held that the question of 
materiality of the false answers was a 
(vestion for the court. It stated in re- 
tard to the question of materiality: 
vIn this case it is 


; established that the, ap 
Neant was an i 


habitual user of intoxicating 
'quors. Certainly true answers to the ques- 
ms asked would have indicated that to the 
‘surer, Tt is well known that the habitual 
oi of intoxicating liquors is calculated _to 
mpair the health; it weakens the resisting 

constitution, if it does not 


becomes intoxicated or uses liquors he is 
14, t0 be less careful in guarding his 
th: he subjects himself to risks and haz 
" that a sober man does not incur. | That 
juor 4 : 


luce there can be no 
‘ , is. therefore but a reasonable and 
ura] inquiry of an applicant for insurance 
‘to the extent of his use of intoxicating 
‘tors. Information such as called for in this 
? ation with regard thereto would natur- 
y and reasonably be expected to influence 
> underwriter in determining 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 
Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 





JOSEPH C. BEHAN, Superintendent of Agencies 




















American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Retablished 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 


The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirably adapted to an Insurance Pro- 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro- 
tection of his business or of his estate—for the cancellation of a mort- 
gage or other debts. 

















habits were such as might increase the hazard 
of loss by subsequent impairment on his health 
or conduct which might most likely or prob- 
ably affect the question of his longevity.” 
(Volunteer State Life vs. Richardson, 
Tennessee, 244 S. W. R. 44.) 


On Consulting Physician 


The applicant stated that he had con- 
sulted no physician or physicians with- 
in five years. About a year before the 
application he had consulted a physi- 
cian who found him suffering from indi- 
gestion and advised him to stay in bed. 
Apparently a little earlier he called an- 
other physician who visited him, treat- 
ed him for influenza and discovered a 
tenderness in the region of the appen- 
dix and informed the applicant he might 
have an infected appendix. Later the 
applicant came to this physician’s of- 
fice and at that time sugar was found. 
He was informed that he had diabetes 
and advised to diet. A week later the 
applicant made another visit and at 
that time no sugar was found. The 
applicant’s death was occasioned by 
appendicitis with diabetes as a contrib- 
uting cause. 


The court held that the question whe- 
ther the misrepresentation was material 
was a question for the jury and the 
jury’s verdict had been against the 
company. 


The question of delivery of the policy 
also entered. The policy which was a 
substandard policy requiring higher 
than the usual premium rate for the 
age, was mailed to the soliciting agent 
and the agent testified that he accepted 
it for the applicant. He received it one 
day before the death of the applicant. 
The company also notified the applicant 
by mail that the policy had been for- 
warded to the agent for delivery and a 
representative of the applicant mailed a 
check for the amount of the premium 
to the Minneapolis office. The day fol- 
lowing these events the applicant was 
operated on for appendicitis and died, 
without the policy actually having been 
delivered to him. The application con- 
tained the provision that the policy 
would not take effect unless the first 
premium was paid and the policy deliv- 
ered during the lifetime of the appli- 
cant. 


The court held that delivery of the 
policy to the agent with unconditional 
authority to deliver it to the applicant 
constituted delivery. The judgment 
against the company was. affirmed. 
(Ames vs. New York Life, Minnesota, 
191 N. W. R. 274.) 





NEW EQUITABLE, IOWA, HOME 
Handsome Home Office Building Larg- 
est and Tallest in State Now 
Occupied 


The new home office of the Equitable 
Life of Iowa is the tallest and largest 
structure in the state. The building is 
319 feet high and covers a quarter of a 
block area. It is dedicated to beauty 
as well as utility and both exterior and 
interior are beautiful in line and finish. 
An investment of about $3,000,000 is 
represented in the building, $800,000 in 
the site and over $1,800,000 in the build- 
ing itself. 

The exterior of the first three stories 
is finished with polished Vermont gran- 
ite and above this up to the fifteenth 
floor is of red faced brick. The Gothic 
design is carried out by pointed piers 
of brick from the third to the eight- 
eenth floors. At the top rises a tower, 
crowned with an observatory. Six re- 
tail stores occupy the first floor and 
sixteen shops have space on the second 
floor. The five upper floors are used 
by the company for its home office, the 
other floors being leased for general 
offices. The company has issued a very 
attractive book describing the new 
building. 





MODEL LIFE ACT 
A model life insurance act is in prep- 
aration in Canada. It has been ap- 
proved by life insurance interests and 
insurance commissioners. 
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An Analysis Of 
Educational Needs 


PROBLEM 





VARIOUS ANGLES TO 





Details of Proposal for Educational 
Contract Show Importance of 
Protection 





A good educational program was re- 
cently outlined by Marvin D. Adams, of 
the National Life of Vermont in which 
the proposition was to provide for the 
education of a son. Mr. Adams discus- 
sion followed these lines: 

Ninety per cent of the boys and girls 
in America have to leave school and 
go to work before they finish the 
eighth grade. Seven per cent go 
through high school. Three per cent 
go to college. 

The Government Bureau of Educa- 
tion at Washington after a careful sur- 
vey, finds that the college graduate 
earns on the average $1,000 a year 
more than the boy without an educa- 
tion.. The life expectancy of a boy on 
graduation is about 40 years. There- 
fore, if you guarantee to educate your 
son, you are really leaving him an es- 
tate of $40,000 which no one can take 
from him. 

Educational Plan 

In event of your death before your 
son, Robert, has attained the age of 18: 

(a) The proceeds of this policy shall 
be retained in trust in the general funds 
of the National Life Insurance Com- 
pany, and interest will be paid annually 
to your son until the 25th day of Sep- 
tember following his eighteenth birth- 
day. 

(b) Beginning with September 25th 
following the eighteenth birthday of 
your son Robert, and on the 25th day 
of each month from September to May, 
inclusive, for a period of four years, the 
sum of $100 each month will be paid 
to your son, Robert, for the purpose of 
defraying expenses while in college. 

{c) In event of the death of your 
son, Robert, after your death but be- 
fore attaining the age of 18 or after 
age 18 but before the completion of the 
36 installments of $100 each, the prin 
cipal sum or any unpaid installments 
will be commuted and paid in one sum, 
to (1) a contingent beneficiary, or (2) 
to your estate, or (3) to the benefici- 
ary’s estate, as designated by you. 

If you live beyond the time your son 
Robert completes his college education 
then the policy can be made payable 
to whomsoever you desire and the pro- 


NEW HOME OFFICE READY 





Jefferson Standard Life of Greensboro, 
N. C., Moves Into Handsome Build- 
ing Visible for Miles 





The new seventeen-story home office 
building of the Jefferson Standard Life 
of Greensboro, N. C., is now completed 
to the extent that the company is mov- 
ing into new quarters. The five upper 
floors will be occupied by the company 
as its home office and much of the 
other space has been rented as general 
offices. Sixty per cent of this space 
has already been rented. 

The building is a handsome structure 
and can be seen for miles around 
Greensboro. A new center of business 
activity in the city will center around 
the Jefferson Standard Building. 


ceeds may be used as a Retirement 
Fund for you. 

Ninety-five men out of every hundred 
who live to age 65 are dependent on 
friends, relatives, or charity or exist 
from week to week on insufficient earn- 
ings. 

This contract then is twofold in its 


value, it guarantees your son’s educa- 


tion in event of your death and provides 
a Retirement Fund or income for your 
future years if you live. 

The above investment—your biggest 
investment—can be obtained by you 
through a small systematic savings. 

You are in good health today—surely 
now is the time to get this contract 
while you are sure you can pass the 
examination. 

The following paragraph is substitut- 
ed in place of paragraph five if the 
beneficiary to be is a girl: 

A girl is seriously handicapped when 
left without sufficient money to com- 
plete her education. Why? Because it 
is almost impossible for a girl to work 
her way through school. In your little 
daughter may lie potential talents for 
a great artist, musician, or professional 
woman, and I am sure that you want 
to give her the opportunity to develop 
these talents. 


PRIZE FOR BEST POSTER 





School Children to Depict Protection 
and Strength; Philadelphia Asso- 
clation’s Publicity Plan 





The Philadelphia Association of Life 
Underwriters will give twenty-five dol- 
lars in gold as a prize for the best 
poster sketch made by a student in 
the Philadelphia schools, depicting 
protection, strength and something 
characteristic of Philadelphia. The 
contest is in the hands of E. J. Berlet, 
Guardian Life, chairman of the pub- 
licity committee. 

The specifications for the compett- 
tion were prepared by John R. Fox, 
Metropolitan; Charles F. Gannon, Pru- 
dential; Sigourney Mellor, Equitable 
of lowa; J. Renwick Montgomery, 
Phoenix Mutual; W. L. Rice, Jr., Equit- 
able of N. Y., and Frederick G. Wood- 
worth, John Hancock. 





NORTHEASTERN LIFE QUITS 





New Hampshire Company of Which 
S. W. Jameson is President Has 
No Insurance Outstanding 





The Northeastern Life Insurance Co. 
has surrendered its certificate of au- 
thority to the New Hampshire Insur- 
ance Department and will retire from 
business. S. W. Jameson, its president, 
who was recently deposed from the 
presidency of the United Life & Acci- 
dent, when he formed a holding com- 
pany to take over stock control of the 
United Life, has notified Commissioner 
John E. Sullivan that the Northeastern 
Life has no policies outstanding and 
requests that all securities be returned 
to the company. Mr. Jameson is also 
president of the North Atlantic Secur- 
ities Corp. 





TRIBUTE TO C. J. GOULDEN 

The agents of the Goulden, Cook & 
Gudeon agency of the Connecticut Gen- 
eral Life in New York, celebrated the 
thirtieth anniversary of Charles J. 
Goulden’s connection with the life in- 
surance business one day last week by 
turning in on that day $1,401,200 in 
business. 
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Its policy contracts gi 
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The Accident Line 


supplies an effective approach for a Life Insurance 
solicitation. 


Provides 


a ready-made list of Life prospects—full informa. 
tion is in the Accident application. 
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and maintains Life clients; Accident Insurance is | |,,, 


INCOME insurance and guarantees that there will |!" 
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There’s a Missouri State Life Accident Policy for 
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Name Subjects For 
Uniform Meetings 


ON “COMMON INTEREST” THEME 





Bank Credits, Church Finance, College 
Funds and Charities Selected as 
Monthly Topics 





The new plan of holding ‘common 
interest” meetings each month by the 
local life underwriters associations, has 
taken a strong hold and given definite- 
ness to the association plans for the 
winter meetings. The full schedule of 
subjects follows: 

December—Life Insurance and Bank 
Credits. 


January—Life Insurance and Trusts. 

February—Life Insurance and Church 
Finance. 

March—-Life Insurance and College 
Funds. 

April—Life Insurance and Charities. 

The National Association of Life Un- 


derwriters has prepared a 
material on credits for use in connec- 
tion with the December meetings and 
similar manuals will be prepared on the 
other subjects. The credit manual 
opens with this discussion of life in 
surance and credit: 

Life insurance for credit is frequent 
ly confused and mistaken for “Credit 
Insurance.” “Credit Insurance” is writ- 
ten under a special form of policy, by 
a limited number of companies. The 
policy is sometimes called “a contract 
of guarantee on insolvency debtor ac- 
counts” or “a bond of indemnity,” or 
“a credit insurance policy.” These 
policies are issued only to wholesale 
merchants and manufacturers and no 
provision is made for insuring retailers. 
Under this form of policy the policy 
holder is guaranteed “that the losses 
which he may sustain because of the 
insolvency of his customers shall not 
exceed those which are normally ex- 
perienced in the regular course of busi- 


Manual of 


ness.” Expressed in other terms, this 
simply means that when the credit 
losses during any policy year are 


greater than those normally experienc- 
ed, the insurance company will pay the 
cost to the policyholder at the end of 
that time unless provision is made for 
prior settlement. 

This form of insurance, however, is 
not what we mean as life insurance for 
credit purposes. Life insurance to sup 
port and buttress bank credits is, in 
reality, business insurance, whether it 
he corporation insurance, partnership 
insurance or any other form written un 
der whatsoever policies it may be, so 
that it distinguishes the form of pro- 
tection from that designed especially 
for the protection of the  insured’s 
family. 

Of course, even ‘business insurance 
frequently protects a man’s family, but 
there is nevertheless a difference in the 
Intention of the insured when person- 
a or family insurance is contrasted 
With business insurance. Business in 
sirance or life insurance written to 
‘over “The Human Asset” in any busi- 
hess cannot be other than life insur- 
ance for credit. 

Pertinent Facts To Remember 

For the ten years ending 1922, 

average amount by which the 


the 
total 


CAPABLE POLICY- 
PLACERS 


Can always Sut Le satisfactory opporvanity 
or work with this ee my in goo ter- 

y—men who can collect the premiums 
‘s well as write the applications. Why 
not make inquiry now? 


Union Mutual Life 











Insurance Company 





PORTLAND, E 
- Newark, N. J. 
ALBERT E. AWDE, Supt. of Agencles 


liabilities of failing concerns exceeded 


actual assets was approximately $146,- 


000,000. 
In 1921, there were 20,014 failures 
with liabilities exceeding assets by 


$309,100,000. 

In 1922, there were 22,415 failures 
with liabilities, amounting to $284,200,- 
000 greater than assets. 

Ninety per cent of the world’s busi- 
ness is done on credit. 

Fifty per cent of all business failures 
are caused by factors which life insur- 
ance can either hinder or prevent. 

Forty-five per cent of firms fail during 
the first five years. The chance of a 
business concern dying is said to be 
about the same as that of a man in 
middle life. 


Seventy-five per cent of the value of 


any business is found in the brain 
power of the man who controls the 


business. 

The Federal Reserve Banks, with the 
exception of one, feature life insurance 
in their financial statement form. 

The Federal Government, through the 
Government Farm Loan Bureau, re- 
quests its more than one quarter mil- 
lion applicants to answer questions as 
to life insurance carried. 

According to Bradstreet’s 
principal causes of 
are: 

‘Lack of Capital, 30%; Incompetence, 
38%; Inexperience, 6%; Fraud, 7%.” 

All of the above factors could either 
have been hindered or prevented by 
means of life insurance. 


the four 
business failures 





CO-OPERATING WITH BANKERS 





Incident Shcws Recognition of Mutual 
Interests and Value to Life 
Underwriters 





There is a strong and growing rec- 


ogniticn of the value of co-operation 
between life underwriters and _ bank- 
ers, the iife insurance trust idea _ be- 


ing only one of its conspicuous forms. 
President Graham C. Wells of the Na- 


tional Association of Life Underwrit- 
ers speaking before the St. Louis Life 
Underwriters Association the other 


day, told of a typical incident. He 
“With 


said: 
five other life insurance men, 
two of us were general agents and 
four were rate-book carriers as we call 
them in New York, I was a guest at a 
luncheon at the Bankers Club in New 
York City, of a vice-president and the 
manager of the new business depart- 
ment of one of the greatest banking 
houses of the country. They invited 
us to discuss with them how the co- 
operation of life insurance salesmen 
could be utilized to safeguard bank 


credits. We discovered many ways in 
which we could be mutually helpful 
with the prospect of greatly increas- 
ing their business and ours. Let me 
drive a nail in right here and clinch it. 
Many insurance salesmen will stop 
and say that stuff may be all right in 
a big city but it won’t work in my 
town. 

“In every community large enough 
to support a life insurance salesman 
there is someone to whom people go 
for advice about their wills and other 
financial matters. That man has com- 
mon interests with you. Everywhere 
there are bankers and merchants who 
grant credits. These credits whether 
large or small should be safe-guarded 
by life insurance.” 





NOW WRITING SUB-STANDARD 





Connecticut Mutual Will Limit Amount 
To $25,000 and Take Only Own 
Agents Business 





The Connecticut Mutual Life started 
November 1 to write sub-standard busi- 
ness. The maximum amount accepted 
on medical impairments will be $25,000 
or less depending on the severity of 
the impairment. The company’s pur- 
pose in taking sub-standard business is 
to salvage as much of the insurance 
produced by agents as possible and to 
extend the eligibility group. The com- 
pany will handle only the sub-standard 
business produced by its own agents. 





TO STUDY LAPSE PREVENTION 





American Life Convention Committee to 
Spend Year On Examination of 
Lapse Waste 





President J. B. Reynolds of the Amer- 
ican Life Convention has appointed the 
following committee to study the cause 
and prevention of lapses and to report 
at the next annual meeting: 

Harry L. Seay, chairman, president, 
Southland Life, Dallas, Tex; O. J. Ar- 
nold, secretary, Illinois Life, Chicago, 
lll.; E. E. Rhodes, vice-president, Mu- 
tual Benefit Life, Newark, N. J.; Frank 
P. Manly, president, Indianapolis Life, 
Indianapolis, Ind.; G. S. Nollen. vice- 
president, Bankers Life, Des Moines, Ia. 





The agent in the small town often 
feels that writing group business is all 
right for the agent in the city, but he 
has no prospects. The best answer to 
that is the record of group cases writ- 
ten by hundreds of agents in small 
places, 





SATISFYING SERVICE 


The MUTUAL BENEFIT LIFE writes policy con- 
tracts that meet the needs of the people; 
agents in presenting these contracts; 


policyholders a service that satisfies. 


assists its 


and gives to 
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HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 





The 63rd Annuaj Report shows: 
Premiums received during the 
WE Sd dtadunccdacsacaccecaca: 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
5,400,7@ 


2,206,762 
2,110,923 


Etc. 
Amount added to the Insurance 
Reserve Funds .................. 
Net interest Income from Invest- 
Win scedaccsniadcasusdwasaadaacs 
($722,352 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 52.87% 
of the amount expected. 
Insurance in Force.... 
Admitted Assets ... 








For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 

















Build Your Own Business 


under our direct general agency contract 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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Selling group life con- 


Reasons For tracts has developed 
Selling into one of the most 
Group Life profitable sources of 


other business by writ- 
ing extra individual policies on the lives 
of members of the group covered, fore- 
men and the executives of the concern. 
The Missouri State Life points out to 
its agents a number of excellent reasons 
for selling group: 

Group life insurance is just life insur- 
ance written in a blanket policy to cov 
er the employees of a common employ- 
er. The policy is made out to the em- 
ployer and individual certificates are is 
sued to each employee as evidence of 
his insurance. 

Usually’ the employer gives his peo- 
ple group insurance as a token of his 
interest in their personal welfare and 
that of their families and consequently 
the entire premium is in most cases 
paid by the employer. However, pro- 
vision is made for the joint payment of 
the premium by employer and employ- 
ees. But the former plan enhances the 
value of group insurance from. the 
standpoint of obtaining increased co 
operation, building morale and winning 
the personal regard and the loyalty of 
both worker and family. 

In one respect group insurance is 
broader than any other form of life in- 
surance; there is no medical examina- 
tion required on most policies. The 
reason that group can be written with- 
out medical examinations is that the 
average of all the risks in any group 
selected according to salary, length of 
service, occupation or any other arbi- 
trary plan gives the company reason- 
able assurance of a desirable sum total. 

Men and women alike can be insured 
under a group policy and there is abso- 
lutely no age limit. Elderly employees 
are included in the coverage extended 
to their respective groups even though 
they may be ineligible for a regular 
life insurance policy. Thus group in- 
surance provides a means of getting in- 
surance protection for many who could 
not otherwise have it, and not infre 
quently those whe need insurance most 
come under this classification. 

Not only does group insurance pay in- 
demnity for death but it pays the full 
amount of any certificate for permanent 
and total disability. This feature gives 
employees a feeling of added security 
by assuring them that a lasting illness 
cannot render them wholly without an 
income. 

Of course, group insurance coverage 
is extended to employees only while 
they remain with the employer grant 
ing it. When an employee gives up his 
position his insurance is automatically 
cancelled and the unearned premium is 
returned to the employer. 

Group insurance is of value to the 
small organization as well as to the 
large one. The same principles apply, 
no matter how many people are insured, 
but the usual minimum is fifty persons. 
Group has been recognized as one of 
the most potent remedies for the trou- 
ble many employers’ have suffered 
through the loss of new employees after 
considerable money had been spent in 
their training. 

An employee hesitates to give up a 
job that carries with it substantial pro- 
tection for his family—protection which 
he perhaps could not easily replace him- 
self. And of no small account is the 
favorable sentiment which the employ- 
er plants in the worker’s home by the 
gift of this protection for the worker’s 
family. 

There are many concerns that need 
the influence that group insurance pro- 
vides; in fact, some of the organizations 
in which you are seeking clients for 


hope 


personal policies may be looking for a 
means of supplying the missing quanti- 
ties--loyalty and cooperation. They 
will be surprised to hear that they can 
get the benefits of group insurance for 
ubout three cents per day for each thou- 
sund dollars of insurance. 
a + a 
In view of the wide dif- 
Averages A_ ference of opinion as 
Dollar For to the value of circu- 
Every Name larizing in getting pros- 
pects, the experience 
of A. F. Moore, of the Phoenix Mutual 
Life agency in Chicago is interesting. 
In commenting on his results, the com- 
pany says: 

Mr. Moore uses the circularizing serv- 
ice to excellent advantage. Every hun- 
dred letters which are mailed for him 
return an average of $106 in commis- 
sions—better than a dollar a name. 
More than 74% of his paid premiums 
have been reported as the result of a 
sules service introduction as opposed to 
the fact that he directs but 36% of his 
effort on these prospects. The natural 
conclusion is that he finds it twice as 
eusy to sell to a service prospect as to 
any other. Every eighteenth interview 
brings him a sale. During the first 
quarter, in which he first began to 
lengthen his stride, his interviews av- 
eraged $.82 each in commissions. In 
the second quarter, he more than doub- 
led their value, raising it to $2.09 each. 
Incidentally, he also increased the av- 
erage number of interviews per day. 
Here is a man who believes that drops 
of sweat from honest effort are worth 
far more than idle tears of weak wish- 
ing. 





TO ADOPT AMERICAN PLAN 


British Company After Studying Meth- 
ods Here Decides to Give Free 
Physical Examinations 


A. L. Hunt, general manager of th2 
Wesleyan and General Assurance Soci- 
ety of England, visited the United 
States early this year, when he 
much impressed with some of the prac. 
notably the free periodic 
examination of policyholders 
offered by most of the leading compa- 
here. The British company has 
adopted this plan. It is issuing 
health pamphlets and has started a 
campaign of education among its pol- 


was 
tices here, 
physical 


nies 


also 


on and hygiene. 


” 


icyholders sanitation 
“The Manchester Policyvholder, 
menting on the move Says: 
“Certainly the idea is good, but we 
that undertaking — this 
work will be prepared for an arduous 
duty with much disappointment. We 
believe the main difficulty will arise in 
the endeavor to rouse the enthusiasm 
of our lethargic public, and the rapid- 
ity with which the scheme has taken 
hold in America does not necessarily 
promise its success here, for the men- 
tality of the people of this country 
differs greatly from that of the people 
of the United States. For one thing 
Wwe are less sensitive to ‘mass sugges- 
tion’ —had this not been so, we might 
now all have been consuming one par- 
ticular kind of bread, growing the 
same prize peas, and wearing an ap- 
palling hat. But the fact is that we 
are not generally responsive—English 
people do not answer advertisements 
so freely as do their American cousins 
the ‘mail order’ idea has never tak- 
en on here and seems as little likely 
to do so as does the habit of chewing 


com- 


offices 


gum. One can never argue from Am- 
crica to the United Kingdom—what is 
good there may not succeed here. We 
believe also, that medical examina- 
tions are not in especial favor at pres- 
ent. 

“The views of many people on this 
subject have been much influenced by 
experience during the war—men who 
went before the “vet” in gangs, ac- 
quired an aversion for medical exam- 
inations which it is difficult to allay, 
and it has been apparent that many 
people prefer their assurance without 
even an initiatory examination. Yet 
in America the idea of assurance with- 
out medical examination has never 
been popularized. We believe it would 
be greatly to the benefit of our popu- 
lation if periodical visits were paid to 
the doctor and the dentist, but we fear 
that the majority of people—ourselves 
included—-would view with apprehen- 
sion a reguiation sitting in the den- 
tist’s chair. 

“For this reason we 
the oflices who suggest a series of 
medical examinations have much edu- 
cational work to put in before their 
mission is fully understood, but when 
their schemes have fully matured and 
are correctly valued, the public should 
be grateful indeed.” 


consider that 





QUESTIONS AGENTS ASK 





When the Premium Seems Large Com- 
pared to the Principal Sum; 
Income Pointers 


The Equitable Society of New York 
answers the following interesting ques- 
tions asked by field men: 

Question: When a prospect who is 
considering a Life Income policy ob- 
jects that after all the instalments of 
income have been paid nothing remains, 
what can I say?—W. H. D. 

Answer: All questions of this kind 
lave been or will be answered in the 


Little Lectures now running in this 
paper. But let me repeat, if your pros- 


pect takes such a policy yielding $100 
a month for his wife, and she lives for 
5U years after he dies, she will receive 
a total of $60,000. The commuted value 
ot the same policy would be only $18,- 
388.80. On the other hand, if she does 
not live as long as that the returns may 
be more, but can never be less than 
$24,000. Contrast this with a policy 
yielding scarcely more than $18,000 
cash, which may be wasted in seven or 
eight years. Statistics prove that in 
the majority of cases uninvested money 
left to widows soon melts away. 
Question: If I offer a man of 35 a 
policy to yield $100 a month to his wife, 
who is 30, a return of $100 seems small 
in comparison with the premium of 
$630.30. On the other hand, a_ policy 
for $18,388.80 (the equivalent of $100 a 


month) would look large when com- 
pared with the premium of $630.30. 
How can this difficulty be met? 


W424. BD. 


Answer: Why not say that for a de- 
posit equivalent to only $52.52 a month 
he can obtain a policy that will return 
$72,000 to the Beneficiary if she lives 
for 60 years, or $60,000 if she lives for 
50 years, or $36,000 if she lives for 30 
years? And in any case the return can 
never be less than $24,000. 


Nov 

















—for in this city, the factory output 
alone is over $100,000,000 per year, 
Your opportunity is unlimited, but you 
must be a big man to swing it. 


You must be a big personal producer, 
and a good organizer of men. You must 
have a high social position, and at least 
$25,000 in assets. You must be able to 
earn at least $12,000 per year. 


That is the man required—worthy of 
our 100% co-operation in finding and 
closing business and the support of a 
company with a low percentage of re. 
jections, high ratio of assets to liabili- 
ties, and policies having new selling 
features and settlement provisions, not 
yet issued by any other company. 


Picture the business you can build for 
yourself, with such strong assistance 
and in such a prosperous city. Your 
contract (direct with the home office) 
will call for a liberal first year com- 
mission, a renewal commission, a col. 
lection fee, an office allowance and a 
business-development allowance. 


Show us what you can do! Address 
“JACKSON,” c/o this paper. 


Note: We also have an unusually 
attractive, special contract for good 
salesmen whose experience is limited. 








COA 


A PROGRESSIVE 
NEW YORK STATE 
LIFE INSURANCE C0. 


Offers an attractive manager's 
contract for PITTSBURGH 
AND SOUTHWESTER\ 

PENNSYLVANIA 


Agents receive co-operation at all times, 
they are assisted with prospect servitt 
plans, $100,000 and $200,000 Clubs, at- 
tractive literature, up to date polity 
contracts and quick action on applica 
tions. 

A Home Office official will be glad ti 
talk with you and all negotiations wi! 
be strictly confidential. 





Address “Agency Department” 


c/o The Eastern Underwriter 
86 Fulton Street 
New York 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annuall 


and 
INDUSTRIAL Policies from $12.59 te $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 
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Insurance in Force.......... » 230,323,108 


Payments to Policyholders..... 
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2,531, 15.9 


Tetal Payments to Policyholders since Organization............ccccccccccccce $30,081,000 
JOHN G. WALKER, President 
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Term Insurance 
Has Definite Uses 


TOO OFTEN OVERLOOKED 





Both Business and Personal Angles 
Too; Term Protection That Fits 
Into Program 





Term insurance is a form of life in- 
surance which should not be overlooked 
by the life underwriter whose purpose 
itis to serve his clients by fitting their 
insurance to their needs, says the State 


Mutual Life. Recognizing its limita- 
tions we may still find many instances 
where term may be sold, particularly 
in those cases where the ultimate goal 
of the insured is an adequate Tine of 
permanent insurance. It must, of 
course, be kept in mind that term in- 
surance is temporary insurance. 

Term insurance may fit the need for 
protection against some business haz- 
ard such as the premature death of an 
expert who has entered upon some spe- 
cial research or who has been engaged 
during some special enterprise. In 
such cases as these term insurance will 
give the protection for a total anhual 
outlay of from one to two per cent of 
the obligation, and this low cost may 
be an important factor where the ulti- 
mate purpose of the promotion or en- 
terprise requires heavy drains on pres- 
ent capital. 

Permanent vs. Temporary 

There are, however, cases where the 
need is for permanent protection and 
the ability to make deposits prohibits 
the use of one of the permanent forms 
of life insurance. In such cases, where 
it may be anticipated that future in- 
come will be sufficient to carry the plan 
of insurance really needed, term insur- 
ance may be sold. But the idea of per- 
manent insurance must be sold when 
the temporary insurance is sold or it 
may be difficult or impossible to con- 
vert the insurance. 

The agent who sells term insurance 
for protection against a permanent or 
long time risk without pointing out the 
fact that the form suggested is a tem- 
porary expedient is in the position of 
advising against the continuance of his 
own prescription when he suggests the 
change. 

Young professional or business men, 
who may generally expect an increase 
in their income as their clientele or 
business increases, may need the larg- 
est possible amount of protection for 
their families. Realizing their obligation 
they may be willing to subordinate the 
Investment feature of life or endowment 
Iusurance in favor of the greater pro- 
tection, for the money, which term in- 
surance affords. The cost of establish- 
ing an office, store, or factory, and of 
Providing for living expenses, may nec- 
essitate the choice between inadequacy 
of form or of amount and in view of the 
bossibility of uninsurability it may be 
considered the best kind of advice to 
advocate the purchase of term insur- 


ance to be converted on a regular pro- 
gram, 


Has Disadvantages 

The disadvantage of term insurance 
: mounting cost, necessity fot re-exam- 
ination, the feeling of dissatisfaction 
the insured may have when his policy 
uns out, the possibility that antici- 
Dated increase in income may not ma 
lerialize with the consequent effect that 
there is no insurance when it is needed 
most, the lack of a cash reserve out 
of which premiums may be temporarily 
met, the increasing cost of the perma- 
rent forms with increasing age,—should 
rgd considered when the policy is 
a and many of them constitute vital 
A gg which the agent should use to 
“KE a Systematic effort to convert the 
Pe“ey or policies. 
_The conversion of the term insurance 
oa facilitated by the issuance of a 
hom of term policies each for the 
lount it is planned to convert each 
year, thus, for example, five policies for 


three thousand each might be issued, 
the expectation being that one policy 
will be converted each year. Such a 
plan will, at the same time, permit the 
distribution of the premiums over the 
year while still taking advantage of the 
lower annual rates. This distribution 
of premium payments will also make it 
eusier for the insured to make the de- 
posits after conversion. 

As has been pointed out, the agent can 
and should plan to convert all term 
policies which cover permanent needs. 
It is also true that such insurance may 
be advantageously converted even if it 
was taken out to cover a temporary 
need. Time changes needs and a per- 
manent need may have arisen after the 
temporary need has ceased to exist. 

Watching Age Change 

Certainly the age change should be 
considered and an agent who is rend- 
ering real service to his clients will see 
that the opportunity to convert some 
term at least is afforded whenever the 
rate is about to change. Every change 
for the better in the financial condition 
ol the client also affords an opportunity 
for the agent. 

After a term premium has been paid 
end ene quarter elapsed is also a good 
time to suggest conversion since there 
will be an allowance made for the un- 
expired three-quarters of the term pre 


mium on the new policy, thus reducing 
the initial outlay. 

Remember that ordinary life, after 
deducting the cash value, is cheaper 
than term. Point this out to prospects 
who are able to make the deposits on 
an ordinary life policy. If dividends are 
left with the company the insured can 
mature his policy as an endowment or 
have it paid up for its face value. 

One factor which makes the conver- 
sion of term policies difficult is that 
the agent may argue conversion, con- 
vince the prospect that he should con- 
vert, and then have the prospect get 
cold on the proposition before he gives 
the agent the policy. Make the policy- 
holder produce the policy before you 
present your arguments. If the policy 
is not at hand make an appointment 
for some later time with the understand- 
ing that the policy will be obtained in 
the meantime. Then you will be in a 
position to act when you have the pol- 
icyholder convinced. 

Figuring Saving 

If figures are prepared in advance 
showing the cost of term over a period 
of years (always keeping the fact in 
mind that new examinations will be 
necessary), and making a comparison 
with the net cost of ordinary life over 
the same period, the prospect can be 
shown how much he can save. If such 


a proposition is withheld and the pros- 
pect’s curiosity aroused the policy will 
generally be forthcoming for inspection. 

The question of whether the policy 
should be converted as of the present 
age or a new policy issued with the 
same dating as the original term policy 
should be settled in accordance with 
the interests of the insured. 


A policy written as of the present age 
has the advantage of making the initial 
deposits on the new contract small as 
no back premiums need be paid. 

On the other hand, if the policy is 
dated back the policyholder saves pre- 
miums paid on the term policy and gets 
the benefit of the lower premium at the 
age when the original policy was taken. 

Convert term, it can and should be 
done. 





A LIVELY TIP 

Lively, Aetna Life, New York, 
passes along this tip: “Try this,” he 
says. “Call on as many men as you 
can see in a day and say to each one: 
‘Mr. Blank, have ‘you insured your 
mortgage?” When he asks you to ex- 
plain, simply find out the amount of 
his mortgage and proceed to sell him 
a straight life policy for the amount 
of the mortgage. I got fourteen apps 
the first week I tried it.” 


).'F: 








The Most Important Trusteeship 
in the World 


‘ HEN the will of the late President Harding was admitted to probate the executors 
W named were required to give bond in the sum of $750,000. These men were personal 
friends of the deceased President and undoubtedly men of character and substance. 

Why then this heavy bond? Because the law treats estates as peculiarly sacred and hedges 
their administration about with many safeguards. 

















happiness. 


fully discharge his obligation? 


immediately be destroyed. 


Bonds for executors and rigid laws for their 
guidance are designed to protect the family. 


The family is the oldest institution in the world. 
It was the first form of government. It is the unit 
of civilization. The love of husband and wife, the 
love of parents and children, the love of brothers and 
sisters, all have their roots in the family life. 


The head of the family is the trustee to whom, in 
the order of nature, is committed its prosperity and 


The head of the family therefore holds the most 
important trusteeship in the world. 


sible company. 


plete. 


How can that trustee guarantee that he will faith- 
His personal bond, 
the bond that every man gives to his wife and de- 
pendcnts, goes far, but not far enough, because, 
however noble his intentions and however deep his 
affections, death may intervene at any moment, and 
the capital of that family, his productive power, will 


He needs a Bond. 


“A voucher stronger than ever law could make,” | 
stronger than his personal fidelity can furnish. 


There are such bonds—easily obtainable. The law 
doesn’t compel him to buy one. 
should. Perhaps the law will some day. 


If he is reasonably sound in mind and body 
he can purchase a life insurance policy in a respon- 


Then he is bonded. Then his guarantee is com- 
That is one of the processes by which 
President Harding created his estate. 


A life insurance policy in the New York Life not 
only creates an estate but provides, if the buyer so 
desires, for its administration. The New York Life 
under its charter has power “to make and execute 
trusts,” and it will retain the proceeds of its poli- 
cies under a trust agreement and distribute them as 


Perhaps the law 








directed by the insured. 











Any agent of the New York Life will tell you how you can guarantee your trusteeship, 
how you can create an estate and how you can have it administered without personal 
or surety bonds and without cost to your family. 


NEW, YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
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Simplicity Needed 
In Trust Contracts 


ELIMINATE CATCH PHRASES 
“Protect Your Insurance” Objected to 
By Banker; Short and Simple 


Forms Are Best 





Now that life insurance trusts 
becoming general among the 
companies, some of the leading bank 
ers are giving attention to improving 
the form of the trust contract. Speak- 
ing before the American Bankers As 
sociation convention recently, Thomas 
C. Hennings, vice-president of the 


are 


trust 


Mercantile Trust Co., St. Louis, and 
chairman of the committee on insur 
ance trusts, said that the banks must 


avoid long, technical forms in execut 
ing such trusts. He objected to “catch 
phrases” in publicity matter also and 
cited “protect your insurance” as a 
bad example. In discussing insurance 
trusts he said in part: 

The insurance trust 
trust company meets a need arising 
out of the dissipation of the proceeds 
of insurance policies reaching the ben 
eficiaries. It has been estimated that 
90 per cent of the proceeds of insur 
ance policies are disgipated by the 
beneficiaries within seven years and 
in sums less than $5,000 less than two 
years. 

The widow or the child receiving 
the insurance is followed by vultures 
with get-rich-quick schemes, immense 
promises of large income and seem to 
be looked upon as carrion by these 
birds of prey. 

The trust companies of the country 
in extending their service in trying 
to protect the community have a large 
field in which to operate. 

There are several kinds of insur 
ance trusts. One which is most strict 
ly an insurance trust provides for the 
deposit of securities with a trust com 
pany, the income received from which 
is to pay the insurance premiums. 


controlled by a 


Different Types of Trusts 

A trust company does not collect 
the proceeds of these policies and per 
forms no other duty than to see that 
the premiums are paid. This is a vol 
untary trust. 

There is the funded insurance trust 
which has been promoted to a large 
extent by the Union Trust Company 
of Chicago in which the donor deposits 
with the trust company securities the 
income from which is to be used for 
the purpose of paying the insurance 
premiums and upon the death of the 
donor the proceeds are to be paid to 


the insurance company and distribut 
ed or held in accordance with the 
terms of the trust. 


The unfunded trust provides for the 
payment of the premiums by the don- 
or, the responsibility resting upon him 
entirely, and the proceeds paid to the 
trust company to be distributed in ac- 
cordance with the terms of the trust. 

The funded trust places a little lar 
ger responsibility upon the trust com 


pany. The duty devolves upon the 
trust company to see that the premi- 
ums are paid as and when due. In the 


event the trust company fails to pay 
the premium there may be a serious 
question as to the trust company’s lia- 
bility. 

The funded trust, where the funds 
are deposited with the trust company 
and the donor creates a revocable or 
irrevocable trust, is considered as a 
separate entity. 

Under the present regulations of the 
Department of the Revenue Depart 
ment, the income is put as such. Ther> 
is the distinct advantage to a man of 
wealth in setting aside a trust of this 
eharacter for the benefit of his fam 
fly. If, as many men have in the past, 
a decedent provides that the insur- 
ance is to be paid to his estate and 


with the 
entire estate 
administrative 


accordance 
will, the 


distributed in 
terms of his 
is subject to the usual 
costs and expenses and also subject 
to the state and federal inheritance 
tax. If payable to the trust company 
under a trust arrangement the exemp- 
tion of $40,000 prevails. 


Trust Is Flexible 


+ The trust companies are not in com- 
petition with life insurance companies 


for this business. The life insurance 
companies have attempted and have 
met, to a large extent, the dissipation 


of funds by providing for the annuity 
payments to the beneficiaries. In a 
great many cases trust companies can- 
not meet the insurance competition, 
but where a man has a large number 
of policies in different companies, with 
their various manners of paying the 
funds or paying the annuity, it is best 
to consolidate the proceeds with a 
trust company 

Another advantage that a trust com 


pany has over an insurance company 
is that the funds held by the insur- 
ance company are not strictly trust 


funds.They must be paid in accordance 
with the contract. The trust insurance 
contract is flexible. Tt can be prepared 
to pay the income to the wife or the 
children or other beneficiaries during 
their lives and upon their deaths in a 
lump sum divided; or in case of need 
or necessity. occasioned by sickness 
or the desire to educate children, such 
sums as in the discretion of the trus 
tee may be used for that purpose. 
An insurance company cannot meet 
that situation. Our greatest field for 
developing the insurance trust is the 
insurance agent. Most of the insur- 
ance companies recognize that a trust 
company can handle the proceeds of 


insurance better than they can, If we 
can satisfy the insurance agent that 
we are not in competition with him 


and an insurance company that we 
are not in competition with it. we wi'l 
find co-operation which will be bene- 
ficial to all of us. 


Short, Simple Form B:st 

The forms which may be used by 
the trust companies are varied. IT be 
lieve the simple form of trust is the 
best. I believe that if we attempt to 
prepare a long insurance trust with a 
quantity of fine print, we will bewilder 
our client, and while T am not singling 
out any one form of the 50 or 60 forms 
which were sent to us by the trust 
companies throughout the country, the 
form prepared by the Northern Trust 
Company of Chicago seems to be the 
simplest one for our needs. 

The advertising matter which 
been sent to us has been examined 
and a quantity of it placed upon the 
boards at my right and your left. Some 
of the pamphlets, in fact most of them, 
are very well prepared. They are 
very explicit and give the prospect a 
clear idea of the service offered. 

In advertising insurance trusts a 
suggestion occurs to me that there are 
several catch words that we ought not 
use for fear that it might cause some 
criticism on the part of the insurance 
companies.I refer to such phrases as 
“protect your insurance.” It might 
create an idea in the mind of the read- 
er that a trust company is issuing an 
insurance policy to insure the  pay- 
ment of the proceeds by the insurance 
company or trying to protect the cli- 


has 


ent against some agent of the insur- 
ance company. It would be best to 
use the expression “insure the pro- 


ceeds of your life insurance policy” or 
“protect the proceeds.” 
The Best Form 

The form T feel would best serve our 
purpose is a concise statement of the 
fact that the trust company is co-oper 
ating with the insurance company to 
protect those whom the insured leaves 
behind. 

This committee which has only been 
in operation about two months intends 


to prepare for distribution among the 
members 3 or 4 bulletins covering this 
service. We will have suggestions as 
to advertising, a booklet and suggest- 
ed forms. 

The question of fees is one that will 
bother us. It does seem that where 
the funded plan is adopted, possibly 
a little larger fee should be charged 
than in the unfunded case; but 
lieve the same fee should be charged 
as is charged in the case of a volun- 
tary trust, although where the unfund- 
ed trust is executed, there is always a 
possibility that the donor may revoke. 
If that is the case, there should be 
a charge made at the time the trust 
is executed or at the time of the re 
vocation, 

The president of one of 
ance companies wrote a letter which, 
in a measure, was confidential, but 1 
feel that it so well covers the attitude 
which the trust companies and the in- 


our insur- 


surance companies should have tow 
ard each other, that I would like to 
read it to you. This was written to 


one of his 
“at ig 


agents: 
impracticable 
surance company to 
tion in administration of these funds. 
There is no charge for handling the 
funds by the insurance companies and 
they have no facilities away from their 
home offices for being familiar with 
the facts and circumstances surround 
ing the heneficiaries to enable them 
to exercise a sound discretion in serv- 
ing and protecting the interests of the 
beneficiary. Consequently, in any of 
the unusual cases where discretion is 
desired on the part of the trustee, and 
where the payment of definite sums 
at stated periods to named persons 
not sufficient to meet the requirements 
of the insured, it is much better judg 
ment ard will prove more satisfactory 
to all ~arties concerned to make the 
insurance payable to some trust com. 
pany and have a declaration of trust 
or trust agreement expressly provid- 
ing what the trust company is to do 
with the proceeds.” 


life in- 
discre 


for any 
exercise 





HIGH CASH-WITH-APP RECORD 
Paul R. Wendt Finds Agents Can Main- 
tain High Rate If Trained 

That Way 

Paul R. Wendt. general agent of the 
Kauitable Life of lowa for New Jersey, 
with headquarters at Newark, cites 
some exceptional results from the 
training given members of the agency. 
More than ninety per cent of the busi-_ 


[“pe-.. 


ie 
ness comes through with settlemey| 
accompanying application. All mey 
bers of the agency make high averagg 
in this respect. Consecutive prody 
tion is another feature of the agen, 
work. Most of the agents are you, 
college men. 

One of the agents, J. A. Mason, can 
into the business a year and a half agi 
and now stands second among all th 
company’s producers. C. B. Ogilvie 
another agent, resigned an executiy; 
position with chemical company to joj; 
the agency and in fifteen weeks ha 
written fifty-two applications. G. ii 
Rogers, another member of the staf 
holds the agency record for consecutiy; 
production. 

This is the third year of the Paulp 
Wendt Agency. The first year it stoo 
in forty-fifth place; the second year }) 
fifteenth place and this year to date j 
ranks seventh. 





TRUST COMPANIES ADVERTISE 

The Guaranty Trust Co. of New Yor} 
recently ran large advertisements. jy 
the New York daily papers on life jp 
surance trusts. Very attractive liter, 
ture was prepared to use in connectioy 
with the advertising campaign. 

The Brooklyn Trust Co. has also jus) 
brought out literature on its life ingyy 
ence trust plan. 





A. G. Copeland, director for Canad: 
of the North American Accident ani 
the Mutual Life & Citizens, is on his 
way to Australia. He has been in Can 
ada for two years, 
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Sigourney Mellor 
and Company 


NEW YORK CITY 
149 Broadway 


PHILADELPHIA 
630 Widener Building 














Policies backed by one of the stron 





The Columbian National Life Insurance Company 
Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position, to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


; gest companies in the country, having 
ample capital, surplus and highest standard of reserves. 














Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab 
lished_company with a progressive management and an unequalled dividend record, 
be to your interest to investigate our proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New Yerk City 
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Field Problems That 
Puzzle Life Salesmen 
ON MAKING ANNUITY PAYMENT 


Procedure in Making Partial Repayment 
of Policy Loan; Proceeds Left 
With Company 





Problems that confront life insurance 
salesmen in the field are of every-day 
occurrence. Some of the questions that 
Metropolitan Life agents ask are an- 
swered in “Tower Talks,” as follows: 

Payment of Annuities 

.Our annuity leaflet in giving the 
wording of an annuity bond, states that 
the company shall be furnished with 
evidence that the annuitant is living 
on each and every date on which an 
annuity payment falls due. What evi- 
dence does the company require? 

The annuitant’s personal endorsement 
on our annuity check is considered sut- 
ficient evidence, 

Partial Repayment of Loans 

How often may a policyholder make 
part repayment of a policy loan and 
what is the minimum amount the com- 
pany will accept? 

To encourage policyholders to prompt- 
ly reduce and ultimately retire the loan 
indebtedness, the company is willing, 
provided the policy is in force and there 
be no interest in default, to accent part 
repayments of principal in amounts as 
low as $5. 

Beneficiary’s Right Respected 

The insured holds a policy issued in 
the Province of Quebec and 
the cash value of his policy. 
is the designated beneficiary. 
share jointly in the cash 
ment? 

No. Any settlement under the policy 
must be to the sole order of the wife 
and for her sole benefit as provided in 
the statutes of the Province of Quebec. 
The insured must assent to the 
surrender of the policy. 

Proceeds of Policy Left With the 

Company 

A policy-holder residing within the 
confines of this district, holds an en 
dowment policy which will mature the 
latter part of this month. He wishes to 


requests 
His wife 
May he 
value settle- 


cash 


know whether or not the company 
would be willing to hold the proceeds 
of the policy and pay him interest 
thereon. 


The company is willing to hold the 
proceeds of the policy and to issue to 
the insured, a certificate of deposit, 
which will guarantee interest at the 
rate of not less than 344% per annum. 
The proceeds held by the conipany may 
be withdrawn by the insured during his 
or her lifetime and if not withdrawn, 
Will be paid to the executor or admin 
istrator of his or her estate at death. 
Payment of Ordinary Child’s Endow 

ment 

Why are not maturing Ordinary 
Child’s Endowment Policies (issued 
Prior to January 1, 1907) paid on the 
last anniversary date of the policy? 

Ordinary Child’s Endowment Policies 
lo hot mature on the anniversary date. 
They mature upon the insured becom- 
ng 21 years of age. A special dividend 
is paid on policies of this plan which 
represents interest from the last anni 
versary to the date on which the in 
sured attains his or her majority. 

Additional Insurance 

How long after the date of issue of 
an Ordinary policy may non-medical ap- 
Dlication Form 036 Add, be submitted 
for additional insurance? 

An agent is permitted to submit ap- 
_Keation on Form 036 Add without med 
‘cl examination within thirty days from 
the date of the original examination 
Mot date of issue). Of course, the 
“ompany reserves the right to require 
‘'ra medical examination if necessary, 
hn in most cases the extra policy is 
Issued without further medical examina 
fon. The premium for the additional 
Holey will he based on the age at the 
“ate the application for the additional 


insurance is signed. The applicant is 
not entitled to the benefit of the orig- 
inal age if in the meantime his age 
nearest birthday has changed. Field 
men frequently overlook this point, with 
consequent disappointment to them- 
selves and the applicant. 
Minor’s Assignment Voidable 

Are there any objections, legal or 
otherwise, to having a minor make an 
assignment of his policy? 

An assignment made by a minor is 
voidable; that is, the assignor, may, 
when he or she reaches legal age, re- 
pudiate the assignment. Therefore, the 
protection offered to the assignee by an 
assignment executed by a minor is of 
very doubtful value. 

Assigning Corporation Insurance 

A corporate form of policy has been 
issued on the life of an officer or direc- 
tor of a corporation and the insured 
has severed his connection with the 
corporation (which is the “owner” of 
the policy). The corporation is willing 
that he should carry the policy for the 
protection of his wife as beneficiary. 
How can this be arranged? 

It is first necessary that the corpora- 
tion assign all its right, title, and in 
terest in the policy to the insured on 
Forms O20-A. The corporate seal of 
the corporation must be affixed and the 
“notarial acknowledgment for corpora 
tions” must be completed. (In Indiana, 
secretary of corporation must attest by 
certificate over his signature, with seal 
of corporation affixed, that such assign- 


ment was authorized by the board of 
directors of the corporation.) After 
this has been done, the insured may 


then apply for change to regular form 
of policy, naming his beneficiary. This 
will bear the same date and will be 
issued at the same age as the original 
corporate form of policy. 





ASTOR HOUSE NOW LONDON 
HOME OF SUN LIFE OF CANADA 
Astor House, the remarkable resi 

dence built by William Waldorf Astor, 

the late Lord Astor, in London, has 
been acquired as the London office of 
the Sun Life of Canada. It stands on 
the river-front edge of the Norfolk es 





cee eer 










‘en 
+e 
th A 
y 


tate and always attracts attention. Al- 
though a modern building it has the ap 
pearance of being an ancient pile. It 
was built as a combination massive? 
dwelling house for himself and busi 
ness office for his vast financial inter 
ests. It has massive doors that open 
only to concealed springs behind secret 
panels and even the door of the kitch 
en is defensible with four steel 
like a strong room. The’ place 
stand a moderate siege. 


locks 
could 





TO HONOR MARK C. MELTZER 

The western agencies of the Equit 
able Society of New York, are putting 
ona “Thanksgiving Campaign” of pro 
duction in honor of Mark C. Meltzer, 
inspector of agencies of the company. 
The agencies ‘participating are San 
Francisco, Salt Lake City, Portland, 
Denver, Spokane, Seattle and Oakland. 
Special attractive campaign literature, 
report cards and forms have been pre 
pared. 
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THIS YEAR 


New England Mutual Life Insurance Company 
of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





1843 








Eightieth Business Year 


This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1923 








EXPLAINING LEVEL PREMIUM 





What Level Premium Reserve Insur- 
ance Is and How It Is 
Calculated 
The term “level premium reserve in- 
surance” has been a poser for many old 
as well as new agents and in response 
to an inquiry, the State Mutual Life 

gives the following explanation: 





The fundamental basis of such insur- 
ance is that at the inception of every 
contract the sum of the present values 
of the yearly costs of insurance to- 
gether with the present value of the 
pure endowment on an Endowment pol- 
icy, or the single premium, so-called, 
should be equal to the present value of 
the total net premiums payable, all the 
insurance functions entering into this 
equation being based upon an assumed 
rate of interest, and upon a mortality 
table selected for its adequacy as re 
gards mortality rates. 

After the lapse of an interval the 
single premium on a life or an endow- 
ment policy increases (the single pre- 
mium on a term policy increases for a 
term, and then decreases), and the pres- 


ent value of the future net premiums 
decreases. 
The reserve added to the present 


value of the future net premiums is al- 
ways equal to the single premium; 
hence the reserve is equal to the single 
premium less the value of the future 


—<— 
net premiums, and this reserve _ in- 
creases for life or endowment policies 
and for term policies for about half the 
term, and on term policies during the 
latter half of the term decreases. 

This system in the early years of the 
contract requires a premium charge 
greater than is necessary to meet the 
current cost of insurance, the charge 
over and above what is necessary for 
that purpose being accumulated as the 
reserve above outlined in order that 
when the current cost of insurance is 
greater than the premium being paid, 
the company can still charge the same 
uniform premium. 


DENVER PROUD OF WELLS 

Graham C. Wells’ success as presi- 
dent of the National Association of Life 
Underwriters is a pleasure to his many 
friends in Denver. Mr. Wells was born 
in the Mile-High city, a son of the late 
Rev. KE. P. Wells, founder of the Twenty- 
third Avenue Presbyterian Church. Al 
though he left Denver in 1895 to enter 
the employ of the Mutual Life at Pitts- 
burgh, his -many friends recall his 
pleasing personality and wish him fur- 
ther advancement in the laudable pur- 
suit of life insurance. 





The Guardian Life of America an- 
nounces the appointment of Lester FP, 
Weatherwax as manager at Wichita, 
Kansas. 











|| $30,046,105. 


(according to plan and age), 














Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
| except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 


Its dividend scale for 1923 was increased from 7 to 10% 


and it has set aside for 1923 


dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York City 
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s, 1907, at the Post Office of New York, 
under the act of March 3, 1879. 








NOT A COMPETITIVE BUSINESS 
The 


standard 


the sub 


one 


recent extension of 
field to than 
dred companies is one of the most im 


more hun 


portant developments in life insurance. 


It is a boon to the public as it will 
place under protection many lives 
which could not obtain coverage. But, 


at the same time, there is a danger in 


it to companies unless they exercise 
unusual care in underwriting. 

No company should enter this field 
merely to put more business on the 


books, or to make a flashy showing in 


is not and should not 
be a competitive business. The North 
National has the 


characterizes 


competition. It 


western correct idea 


when it its sub-standard 
acceptances as being “primarily to as 
sist our own agents in placing policies 
on the 7 or 8% of impaired yet insur 
able lives which they meet in normal 
This company has been in 
field for 


own agency 


soliciting. 
the 


years to 


sub-standard seventeen 
force 
supply a legitimate for 


protection where the company origin- 


serve its 
and to need 
ally applied to cannot supply the need, 
It is not 
fers of 


engaged in underbidding of 
protection to sub-standard 
risks, or in undermining the confidence 
of the the 


other life insurance companies. 


agents and customers of 


THEORY AND ACTUALITY 

The theory that the people will do of 
their own volition those things that are 
good for them, has never got 
the state of theory. One time 
Louis D. Brandeis, knowing the import 
ance of life insurance to wage earners 
and their that 
savings banks issue life insurance poli 
“over-the-counter, 
the cost of maintaining solicitors to in 
duce the people to insure and to collect 
their premiums. 
lieved life insurance so necessary that 
he would provide it as a kind of social 
service, so that wage earners could he 
induced to take out the 
same place where they put their sav 
ings. The theory was that if made 


beyond 


Justice 


dependents, suggested 


cies ” thereby saving 


Justice Brandeis be 


insurance at 


easy and simple enough to obtain, wage 
earners would buy it. With the state 
paying part of the expenses of mainten- 
the would get the most 


ance, assured 


possible insurance for his dollar. What 
wus the result? 
The first policy was issued by a 


Mussachusetts savings bank about six- 
The total 
insurance now in force is about twenty- 


teen years ago. amount of 
three millions, which averages over the 

than a million and a half 
There are all told 39,000 peo- 


ple insured, making an average policy 


period less 


per year. 


of less tnan $600. 

Any theory should demonstrate itself 
in less than sixteen years and the sav- 
insur- 
If this were the 
only medium of securing life insurance 


bank-over-the-counter-lire 


ings 


ance idea has done so. 


protection, the world would be un- 
insured. The amount of life insurance 
placed by the Massachusetts savings 
banks is insignificant. The fact that 
the state bears part of the expense, 
so that the purchaser may get a little 
more insurance for his dollar, does not 
promote the taking of insurance pro- 
tection. 

Life insurance as sold today, meets 
specific needs. The life insurance 


salesman today is being trained tech- 
nically to equip him to advise clients 
This is 
evidently the way the American public 


wants 


aiong the lines of their needs. 


to obtain its life insurance, for 
ic is buying it in volume never dreamed 


possible. 


TO WRITE SUB-STANDARD 


Reported Aetna Life Insurance Co. 
Will Accept Rated Up Risks 
After January 1 
It is reported that the Aetna Life 
will accept sub standard business after 
the first of the year. The number of 


companies writing rated-up business is 


constantly increasing. 


WOULD TAKE OVER AUTO CO. 
Superintendent of Insurance Conn of 
Ohio, has filed a petition in the Court 


of Appeals at Columbus. asking an or- 
der authorizing his department to take 


charge of the Cadillac Automobile Jn 
surance Co., Cleveland. He does this 
because of alleged) impairment and 


what 
ance 


he designates as improper insur 
practices, 


INTER-INSURANCE BOOKLET 


The Missouri Association of Insur 
ance Agents is sending to its members 
copies of a booklet, “Inter-Insurance,” 
so that they will be in a position to 
meet the arguments of reciprocal insur 
ance solicitors. 





JOINS RATING BUREAU 
The United States Guarantee’ has 
joined the Independent Rating Bureau, 
conducted by R. H. Towner. The com- 
pany is now entering the field of mer- 
cantile burglary insurance. 





Russell L. Law, brother of the senior 
partner Clyde O. Law, of Lawe& Rob 
erts, general agents for West Virginia. 


has been appointed General Agent of 
the Western Oklahoma field, headquar- 
ters Oklahoma City, John S. Amick 
having resigned effective October 31, 
1923. Through careful planning, earn- 
est soliciting and endless hard work, 


Mr. Law has produced a large volume of 
business. He is a graduate of the Car- 
negid School of Life Insurance. 





| The Human 





Side of Insurance 








oie 








F. R. MORGARIDGE 


F. R. Morgaridge, head of the arson 
department of the National Board of 
Fire Underwriters, whose special agents 
(numbering two dozen) met in New 
York a fortnight ago, is an ideal man 
for the position he holds, not only by 
reason of temperament and judgment 
but his training has been such as to 
make him a fine student of human na- 
ture. His early years were spent as a 
teacher: and he entered public life as 
fire marshal of Illinois, two other well 
known men who held that post being 
Walter H. Bennett, secretary of the 
National Association of Insurance 
Agents; and C. J. Doyle, associate 
counsel of the National Board of Fire 
Underwriters. 

co cg co 


Pierre Zaldari, whose new Financial 
Encyclopedia is attracting attention in 
actuarial and accounting offices of in- 
surance and of which book The Kastern 
Underwriter Company is selling agent, 
not only studied at the College de 
France, Paris, and the University of 
Athens, Greece, (his native country) 
but also all the systems of Europe on 
farm financing and agricultural bank- 
ing which are based on amortization. 
His first essay was an article on the 
Credit Foncier de France — Moody’s 
Magazine, June, 1912 — followed by 
“Popular Banks of Europe,” “National 
Banks of Greece and Egypt,” “Credit 
Foncier Egyptian,” and many others. 


In 1917 his “Annuities and Amortiza- 
tion Tables” were published; in 1918, 
his “Trade Acceptance Discount 


Tables,” “A Practical Study of the Fed- 
eral Farm Loan Act,” and “War Financ- 
ing Problems.” “Parities of Foreign 
Exchange” followed, and he has also 
lectured at the College of the City of 
New York. 


* of * 


W. M. Dickinson, prominent agent of 
Trenton, N. J.; Wilfred Garretson, of 
the General Adjustment Bureau; J. K. 
Rice, investment broker of New York, 
and George J. Clark, manager of the 
metropolitan department of the Amer- 
ica Fore Group, New York, made up a 
foursome at the Raritan Valley Country 
Club, at Somerville, N. J., last Sunday. 
It was learned that “Pop” Garretson 
was playing in phenomenal stroke, hit- 
ting about ninety. Mr. Rice was one 
time club champion of the Raritan Val- 
ley Country Club. 

* + + 


William Walker Orr, assistant secre- 
tary of the National Association of 
Credit Men, has an interesting article 
in “The Credit Monthly,” current edi- 
tion, on “Fire Safety As A Credit Item.” 





W. O. Wilson has become manager 
of the insurance department of the Unj. 
versal Leaf Tobacco Co., at Richmond. 
Va. He was formerly assistant secre. 
tary of the Rhode Island Insurance (Co, 
and agency superintendent of the 
French Companies under the manage. 
ment of Starkweather & Shepley, Inc, 

* * * 


W. W. Jaeger, sales manager for the 
Bankers Life of Des Moines, was recep}. 
ly the subject of a sketch in the Des 
Moines “News” in which he was de. 
scribed as “A Blackey Daw with the 
spirit of a ‘Billy’ Sunday.” The article 
suid he was the greatest evangelist jp 
the insurance business and one of the 
cleverest salesmen in the Middle West 
Here is some of his philosophy: “Busi. 
ness is the reflection of personality 
Without sterling character you cannot 
hope to attract a clientele to confide ip 
you. It is imperative that you look 
beyond immediate income and find 4 
work that you can perform for human. 
ity. You must not only be decent your 
self, but you must try to help others to 
be. A high objective is the first eggep. 
tial. Take your work as a mission, ani 
treat it with reverence. Next, put into 
it the best efforts of which you are cap. 
able. Remember that any man can ae. 
complish anything he wants, if he is 
only willing to pay the price in work 
No obstacle must be left standing in 
the road. You must not recognize fail: 
ure when you see it.” 

* * * 


Mrs. L. E. Virgien, of the Hall ¢ 
McNamara agency of the Penn Mutual 
Life, New York City, came into the in. 
surance business in an unusual way. 
She was living in Hackensack in a 
pretty suburban home with her two 
children, nine and fifteen years old, 
when in 1921, Mr. Virgien died leaving 
her a small local agency _ business. 
Without business experience, her field 
was limited and the necessity of mak 
ing a home for her children made tt 
desirable for her to keep as closely to 
home as possible. She took over the 
agencies of the fire and casualty compa 
ries. She wrote some health and acc: 
dent insurance too and_ occasionally 
came upon a prospect for life insurance, 
a line she had not taken up. One of her 
prospects, an executive of a fire insur: 
ance company, was so impressed will 
Mrs. Virgien’s pluck that he personally 
took her to the Hall & McNamari 
Agency as a life insurance “find.” As 
result she became a member of that 
agency and has made splendid produc 
tion records ever since. In addition t 
her life insurance work, she continues 
to conduct the general insurance 
agency in Hackensack and keeps 
her home life for her femily. 





Late News 


Dr. F. L. Hoffman, The Prudential 
has sailed for Europe to attend a cal 
cer congress in Belgium. 

P. A. Cosgrove, assistant U. S. man- 
ager of Fred S. James & Co., will be 
elected vice-president and secretary of 
the American Equitable and Knicker 
bocker. 

The Westchester Fire is to incorpo 
ate the Delaware Underwriters 48 ? 
separate company. The capital stock 
of the Westchester will be increasel 
to $1,500,000. To the net surplus $1 
000,000 will be added. 

P. F. Huff, general agent, Travel- 
ers, New York, has returned from Bil 
rope. 

Paul C. Boyd has been appointed 4 
sistant supervisor of agencies, UN ted 
States Life. 

Elmer E. Rust, general agent, x 
acuse John Hancock for 25 years, a 
resigned and Tressler W. Callahad ui 
the new general agent. 
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| Fire Insurance Department 


Connecticut Agents 
Meet in New Haven 


LUNCHEON GIVEN BY SECURITY 








James L. Case Tells Value of State 
Associations; Many Interesting 
Subjects Discussed 





Governor ©. A. 
necticut and 
Howard P. 


of Con- 
Commissioner 
Dunham, guests of 
honor spoke Wednesday before 
the annual meeting at the Hotel Taft 
in New Haven of the Connecticut As- 
sociation of Agents. Full re- 
ports of their talks at the banquet in 
the evening will be given in the next 
issue of The Eastern Underwriter. T. 
(, Moffatt, chairman of the executive 
committee of the National 
of Insurance Agents, 
uled to make an important talk, was 
unable to appear because of his trip 
to Chicago as a member of the Nation- 
al Association’s conference committee, 
meeting with the Western Union and 
Western Bureau. 

A feature of the convention was the 
joint luncheon given by the Security 
Insurance Company of New Haven to 
the Connecticut agents, the Kiwanis, 
Rotary and Lions Clubs of New Haven. 
At this luncheon, held in the ball room 
of the Taft, Franklin H. Wentworth 
of the National Fire Protection Agsso- 
ciation, spoke and showed the new mo 
tion picture entitled “The Keystone, ’ 
depicting fire insurance. 

Others who 


Templeton 
Insurance 
were 
who 


Local 


Association 


who was. sched- 


participated in the ex- 
cellent speaking program included 
Past-President James L. Case of the 


National Association; Spencer Welton, 
vice-president of the Fidelity & Depos- 
it, and H. C. Wilson, of New Haven, 
who spoke on advertising. President 
Donald G. North presided. Among the 
subjects discussed were; the credit 
extension evil; automobile dealers as 
insurance agents, and how agents can 
assist in enforcement of ageney qual- 
ification laws. 

James L. Case, former president of 
the National Association, told of the 
value of state associations. 

First, they give an opportunity to 
become better acquainted, the personal 
contacts being invaluable. 

Second, they offer an opportunity to 
consider and discuss problems of com- 
mon interest. 

Third, they afford opportunity to ex- 
ecutives, agents, field men and the pub- 
lic to present different phases of im- 
portant problems. 

Fourth, ideals for which the associa- 
“ion was formed are emphasized. 

Fifth, the conventions provide a place 
Where matters of proper legislation for 


Supt. Hyde Bars All 
Massachusetts Co’s 


RETALIATORY 


Action Affects Casualty and Life Com- 
panies Also; Prompt Action 
Taken Here 


INVOKES LAW 








As soon as word was received in the 
that Superintendent of Insur- 
ance Ben C. Hyde of Missouri had in- 
voked the retaliatory against all 
Massachusetts and would 
refuse to renew their licenses because 
the Massachusetts Insurance Depart- 
ment had refused to admit the Recip- 
rocal Exchange of Kansas City, “the 
companies involved took steps to pro- 


East 


law 
companies 


tect their rights in Missouri. The li- 
censes of the Boston and the Spring- 


field F. & M. have been renewed as a 
result of an order of the Missouri Su- 
preme Court. 

Superintendent Hyde made the un- 
expected announcement that the life 
and casualty companies also would be 
affected by his order. 

The licenses under which the com- 
panies are now operating expire March 
1 next. The action was taken on the 
protest of Messrs. Howell and Chorn, 
attorneys for the Reciprocal Ex- 
change. 

“T am entirely. familiar with the 
facts set out in complainants’ protest,’ 
said Superintendent Hyde. “I advise 
that | shall refuse to issue licenses to 
all insurance companies domiciled in 
the State of Massachusetts, or organ- 
ized under the laws of that State at 
the expiration of present licenses so 
long as the laws of Massachusetts, or 
ruling of the Insurance Department 
prohibits Missouri insurance compa 
nies from operating in Massachusetts.” 





CONGRATULATE HOEY 
James J. Hoey, of Hoey & Ellison, 
who had charge of the Democratic cam- 
paign is being congratulated on the re- 
sults of the election Tuesday. 


Goldbas-Hall, Ine., have been incor- 


porated as an insurance agency in 
Utica, N. Y. The directors are N. W. 


Goldbas and Israel Goldbas, of Utica, 
and George H. Hall, of St. Johnsville, 
New York. 


the protection and development of in- 
survnce are formulated. 

Sixth, public opinion is correctly in- 
flvenced. The National Association, he 
said, stands for better agents, better 
company relations and better compre- 
hension by the public of insurance 
matters. 

Seventh, a successful convention in 
one state helps make better conven- 
tions in other states. 











J. A. KELSEY, President 


Capita) 
ONE MILLION DOLLARS 





STANDARD 


-INSURANCE COMPANY 
OF NEW YORK 


GEORGE Z. DAY, Secretarr 


Surplus 
ONE MILLION DOLLARS 








Head Office: 45 John Street, New York 
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This agency, with unequalled facilities 
for Westchester County, is in a position to 
give Brokers an unusually good service. 


Representing Forty-Five Fire and 
Casualty Companies. 


3520 on your phone will bring all the information 
you request. 


KNOX, LENT & STEVENS 


INCORPORATED 
GENERAL INSURANCE 














White Plains 15 Court St. New York 
Successors to the Insurance Business of Tibbits, Prince & Ripley, Inc. 
—— SS ————— comers 














CHARLES HOYT SMITH 


OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building | 


POUGHKEEPSIE, N. Y. 
Telephone 8271 


We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis on 
Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 
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ROSSIA INSURANCE COMPANY 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 


UNION RESERVE INSURANCE CO. 


HARTFORD, CONNECTICUT 
TF" 
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CALL ANOTHER RUMP CONVENTION 


(Continued from page 1) 


support at Minneapolis, Commissioner 


Hyde has few friends to draw 


Admittedly, the plan for underwriting 


upon. 


profits arrived at in 1921 is a comprom 
ise, but like the Treaty of Versailles, is 
the By 
it profits are reached by deduction from 


best arrangement obtainable. 
incurred and 


The so-called bank 


earned premiums, losses 


expenses incurred. 


ing income, derived from investments, 
is not included, and has no bearing on 
underwriting income. An exhaustive 
study of this problem was made in 1920 
and 1921 when it was finally agreed 
that invested profits and- losses went 
entirely to the stockholders of the fire 
companies; and fire insurance rates 


should be predicated on the underwrit 
ing profit of 5% plus a 8% for contlag 
ration hazards. Commissioner Hyde 
has attacked the companies for not in 


cluding invested income in reaching 
profits, but has not advanced any sat 
isfactory and just substitute for the 


system in vogue. 


Companies Against Contingent Com 
missions 


When 
cently 


re 
commis 


Superintendent Stoddard 
advocated contingent 
sions for agents in order to promote 
better selections of risks and thus’ aid 
fire prevention he brought up a topic 
that had been considered several years 
ago by the commissioners and killed in 
its infancy. The idea has been thought 
over carefully and many commissioners 
and insurance executives have formed 
set opinions on the subject. 

At Minneapolis in August Commis 
sioner Smith of Wisconsin, replying to 
an address by W. N. Van Camp, South 
Dakota insurance commissioner, on the 


progress of fire prevention, stated di- 
rectly that agents should be compen- 
sated on a basis of contingent commis- 
sions. His remarks apparently were 
not given great consideration at the 
time as the convention did not discuss 
the subject actively. 

Judging from published expressions 
of opinions a majority of commission 
ers now favor paying agents a small 
flat commission plus an amount con 
tingent on the experience of the risks 
they write. Unless their views change 
the resolution mentioned by Superin- 
tendent Stoddard in his address will be 
passed in December. 


Contingent Commissions Not P actical 


Opposition to the idea centers in a 
large number of Companies whose ex 


ecutives believe the theory of contin 
gent commissions is ideal, but that it 
cannot be worked out in actual prac 
tice. They claim it is impossible to 
operate a plan according to which 
every agent’s experience is classified in 


dividually. And that is what would be 
required, An agent having one or more 
companies in his office cannot get a 
spread of risks sufficient to be useful. 
He will show profits in years when 
fires are abnormally low, but one bad 
either on a good or a poor risk, 
is certain to wipe out his contingent 
earnings for that year, and so for the 
remainder of those twelve months he 
will be tempted to write for premium 
volume to bolster his flat commission 
income. The purpose of aiding fire 
prevention and reducing the nation’s 
fire waste is lost sight of. 

A large city or state is in reality the 
smallest unit on which a fire insurance 
experience can be ascertained, Then, 
immediately that the experience of 
more than one agent is included 


loss, 


as a 











Incorporated 
1849 








SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” 




















basis, the incentive to select only good 
because each agent knows 
matter how painstaking he 
his efforts can be ruined 
swiftly by some fellow agent not so 
averse to grabbing off a good com- 
mission on a questionable risk. 


risks is lost 
that no 
may be, 


Generally speaking, the agents 
themselves prefer a known income to 
an uncertain one. And without sup 
port from the agency ranks the com- 
missioners will have to produce incon 
trovertible arguments before — their 
state legislatures if they hope to put 
contingent commissions on the statute 
books. 


National Rating Proceeding Sm:othly 

When the committee of national rat- 
ing forms and schedules, of which Wil 
fred Kurth, vice-president of the Home 
is chairman, submits its report on pro 


gress toward the goal outlined at 
Minneapolis there is not expected to 
be any controversy. The National 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
A. H. Hassinger, Secretary 

Wells T. Bassett; Secretary 


FIREMEN’S 


INSURANCE CO, 


of Newark, N. J 
Organized 1855 


Pp Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


; THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 

















Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 


1,916,251.22 























LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Merger Strengthens 
Appleton & Cox 


FLEVEN COMPANIES IN AGENCY 


Through D. F. Cox Marine Office is 
Rapidly Adding to Strength of 
Its Facilities 





Appleton & Cox girdled on another 
piece of armor last week in their ef- 
forts to attain leadership in marine in 
surance circles when they negotiated 
the deal whereby the Merchants & 
Shippers would be merged with the 
United States Lloyd’s. Eleven compa 
nies now entrust their marine accounts 
to Appleton & Cox, and of these, four 
are 1928 acquisitions. They 
the Western North 
the Merchants & Shippers and the 
Washington Marine Consolidation, 
Crum & Forster, fire managers of sev 
eral of the companies in the marine 
agency, is another organization that is 
making rapid strides toward the high 
er peaks of fire insurance. 

The United States Lloyds-Merchants 
& Shippers deal was endorsed officially 
lest week at a meeting of the stock- 


include 


Assurance, River, 


holders of the former company. By 
virtue of the merger the consolidated 
company will have $1,000,000 capital 


and over $1,000,000 surplus. 
sets will exceed $4,259,000. The offi- 
cers will be the present officials of 
United States Lloyds, with the addition 
of S. L. Martin of the Merchants & 
Shippers as vice-president, and will in 


Gross as- 


clude: President, Douglas F. Cox; 
vice-presidents, William B. Goodwin, 
Osear W. Smith and J. Floyd John 


ston; secretary-treas., C. J. Ziegler; as 
sistant secretaries, Mason H. Bigelow, 
KE. W. Murray and Harry L. Rodgers. 
Crum & Forster will handle the fire de- 
partment. 

The Merchants & Shippers started as 
a war company with an independent of 
fice. Later the plan was discontinued 
and W. J. Roberts, manager of the 
Standard Marine, took the company in 
his agency. He will surrender the 
company upon completion of the mer 
ger, itis understand. W. L. Lown, now 
agent in Chicago for the Home, was 
the marine underwriter for some time 
for the Merchants & Shippers. 


HAS TWENTY-FOUR OFFICES 
Underwriters Adjusting Conipany of 
Chicago To Open Two Additional 

Branches 


The Underwriters Adjusting Compa- 
hy of Chicago, of which Clarence A. 
Rich, well-known up-state where he 
Was a field man for the National, has 
shown remarkable increase in assign- 
ments and the growth of business has 
necessitated the establishment of ad- 
ditional offices. At the present time 
there are twenty-three branch offices 
In addition to the home office, and 
branch offices are to be opened in To- 
ledo and Columbus shortly. 

Thomas A. Pettigrew, wio has been 
appointed assistant manager succeed- 
lig John D. Wiese, has been with the 
organization from the start, serving as 
staff adjuster, branch. manager and 
keneral adjuster. 





BECOMES VICE-PRESIDENT 

Thomas P. Kennedy has been ap- 
holnted vice-president and general 
Manager of M.S. Bowman & Co., insur 
‘nce brokers in Philadelphia. He was 
formerly manager of the Philadelphia 
“ity office of the General Accident. Mr. 
Kennedy started with the Aetna Life 
'n 1906 and since 1913 has been with 
the General Accident. 





woe’ National Security, of Omaha, 
‘eb. has appointed Joseph E. Downey 
Co, agents for Boston. 
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OFF THE 
BEATEN TRACK 


Virtually every local fire insurance agent con- 
siders as his principal opportunity for increasing 
his income, the obtaining of new lines of fire in- 
surance. Which is perhaps as it should be, for fire 
insurance represents the major portion of busi- 
ness available to the local producer. 


But in this concentration on fire lines, there is 
at the same time, a danger of disregarding en- 
lirely the opportunities offered by the so-called 
“side-lines” rain, tourist baggage, parcel post, 
registered mail, riot and civil commotion and a 
host of others. 


The wise local agent will not lag in his efforts 
lo increase his fire business but he will appreciate 
also that the development of “side-line” business 
holds forth much to him and he will accordingly 
follow up every channel leading to larger pre- 
mium income. 


—_____________ 

















HE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 











Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 



































St. Louis Ad Queries 
Covered Wide Field 


SAMPLE QUESTIONS GIVEN 
Where Should Insurance Ad Men Be 
Recruited? What Novelties Pay 
Best? How About Calendars? 





The following questions propounded 
from the floor and freely discussed at 
the third session of the Insurance Ad. 
vertising Conference meeting in St. 
Louis last month are typical of the 
queries which were under discussion: 

1. Should advertising managers be 
recruited from outside of the business 
or developed out of experienced insur- 
ance men? 

2. What plan of distribution was 
followed in sending out the phono- 
graph records? 

3. Are there any books published 
by companies like “Rough Notes” and 
“The Spectator” which can be used in 
educating new home-office employees? 

4. What advertising novelties have 
been found of value to the life insur- 
ance man in his field work? 

5. What suceess does “The Imper- 
ial Life”, receive from enclosing return 
card in its house organ? 


6. Are companies using less calen- 
dars each year; if so, why? 
7. How many companies are train- 


ing field men along advertising lines 
so they will be in a position to help 
agents to better understand advertis- 
ing? 

8. What is the average return of 
inquiries resulting from blotters mail- 
ed to prospects? Do you find the large 
or small blotter more effective when 
sent to residences? Are the fire and 
casualty companies keeping after their 
agents to distribute advertisements of 
various lines? 

9% How are the monthly calendar 
folders of the Equitable Life of Iowa 


used? Are they sent with premium 
notices or distributed through agen- 
cies? 

10. How does the Insurance Com- 


pany of North 
pictorial news service? 

11. Should insurance’ advertising 
literature (posters, pamphlets, ete.) be 
copyrighted by the company? 

12. In a direct-by-mail campaign 
have any life companies found it prof- 
itable to use enclosed stamped envel- 
opes? 


America circulate its 


13. What methods do you use to ob- 
tain co-operation from your field rep- 
resentatives in contributing material 
for your agency publication? 

14. How does the Maryland Casual- 
tv get agents to use newspaper cuts? 
What experience on illustrated against 
not illustrated ads? 

15. What is the highest percentage 
of leads obtained from “unbaited’ cir- 
cular letters advertising life insurance, 
when no particular class of prospects 
are circularized? Would also like to 
hear of experience with special letters 
for special lists. 

16. Does the Imperial Life make an 
effort to send the “Life Guard” to 
home address of policyholders rather 
than business address? If so, is list 
specially prepared for purpose or tak- 
en from regular files? Are agents ex- 
pected to co-operate in keeping mail- 
ing list right? 

17. What is the best method of get- 
ting art work done, taking into con- 
sideration quality and reasonableness 
in cost? 

18. Re Insurance journals: Are cir- 
culation figures obtainable from them? 

«aoe A. B. C. or affidavits? 

19. How thorough a “distribution” 


must a life insurance company have, 
to be justified in beginning national 
advertising? If a company is operat- 
ing in only a few states, the wast? 


would be vrohibitive...where does the 
line come? 
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Good Nature, Good Sense 
and Good Faith | 


HESE three things, brought to bear upon the 

Mid- Western fire insurance tangle, will quickly 
straighten out all difficulties. Let us waste no time 
on “post-mortems.”’ Of course, every one concerned 
believes he is in the right; people always do. After 
all, it is less important to learn how we got into 
trouble, than to discover a way out. 


Before saying or doing anything more that later 
we may have occasion to regret, let us ask our- 
selves three searching questions. 


First-—-Is it to the interest of the Public? Never 
forget that this is our first consideration. Fire 
Insurance is not a vested interest; it is a public 
service. It is dependent upon public confidence. 
Quarrels, in which, by the way, the public is not 
at all interested, weaken this confidence and thus 
impair usefulness. 


Second—Is it to the interest of the Agents? The 
agents have rights which must be protected. These 
rights require the maintenance of public confidence, 
business stability, uniform rates and conditions, 
and the scrupulous fulfillment of all obligations, 
including business agreements. 


Third—Is it to the interest of the Companies? This 
does not mean of a company, but of the companies 
as a whole. It is suicidal to seek momentary ad- 
vantage through Sacrificing principles. 

That road leads straight to disintegration or to out- 
side control. 

E. W. WEST, 


President 





INSURANCE COMPANY 
GLENS FALLS, N. Y. 











9, 1923 
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Sell Rain Insurance 
Says F. C. Buswell 


HAS MANY PRACTICAL USES 








Vice-President of Home Tells Agents 
Benefits of Leading Side 
Lines 





Why rain insurance is an excellent 
side-line for every local agent to sell 
is told by Vice-President F. C. Buswell 
of the Home in an article he wrote for 
the last issue of the “American Agency 
Bulletin.” The article was on selling 
the side-lines, and rain insurance was 
listed as one of the leading types on 
protection to sell. 

“An eclipse of the sun on September 
10 this year brought forcibly before the 
public the value of one insurance side- 
line as an aid to science,’ writes Mr. 
Buswell. “Incidentally it created much 
publicity for the agents and company 
which insured two scientific expedi- 
tions against failure to obtain satisfac- 
tory photographs of the eclipse.Rain or 
other phenomena which would have in- 
terfered with visibility were insured 
against to the extent of $1,500 in one 
policy which became a total loss, in the 
second case a $10,000 policy on which 
no loss was suffered. 

“Rain insurance is only one of the 
many side-lines which are now being 
written upon a sound business basis. 
While we are on this subject of rain in- 
surance let us examine its possibilities 
for the agent. Originally developed to 
offer protection to outdoor events such 
as county fairs, baseball games and oth- 
er enterprises in the success or failure 
of which the weather is the prime ele- 
ment, this new form of side-line insur- 
ance has extended its field to cover 
many phases of business activity. 

“Most frequent is its use by depart- 
ment stores against inclement weather 
on sale days. The plan and execution 
of a sale involve the expenditure of 
large sums of money for advertising, 
extra salespeople and manipulation of 
stock to be sold. In the event that 
weathar interferes, this overhead is 
covered by the expense and income 
form which at the same time provides 
some degree of profit on the sale 
whether the crowds come or not. Many 
stores make a practice of taking out 
insurance of this nature for every day 
during the holiday season. 

“Conventions, exhibitions, church 
fairs and bazaars are also coming to 
appreciate the stability which such in- 
surance lends to their undertakings. 
Summer resort hotels have found that 
rain insurance is a most welcome guest 
when a rainy spell drops in during the 
week ends of their busy season. There 
arg other possibilities too numerous to 
mention that are every day adding an 
appreciable income to the agent who 
is taking seriously the development of 
this side-line. 

“Another great asset to the agent who 
sells the rain forms is the one brought 
out in the case of the eclipse, that is, 
the generous publicity which is given, 
especially in the smaller communities, 
to the insuring of any local event 
against loss from this cause. This in 
itself makes it quite worthwhile for 
the agent, as his name is brought to the 
attention of the public in a unique and 
not easily forgotten connection with his 
business because of its novelty and hu- 
man interest.” 





DANIEL W. MIDDLETON DEAD 

Daniel Wesley Middleton, for a num- 
ber of years engaged in the insurance 
business in Washington, died at his 
home, 1921 Nineteen Street northwest, 
on November 3 following a brief illness. 
Mr. Middleton, who is 77 years of age, 
was a native of the Capital, and had 
been engaged in insurance work for 40 
years. He is survived by six children, 
Maury Middleton, Isabel Middleton and 
Marjorie Middleton, of this city; Horace 
Middleton, of Denver; Wesley Middle- 
ton, of Chicago, and Mrs. P. F. Archer, 


. % Norfolk, Va. 








Agency Promotion 





In looking to its Agents to render 
substantial and satisfactory ser- 
vice to its policyholders, the Nor- 
wich Union Home Office shares 
the responsibility for that service 
by standing behind the agent 
with generous reinforcement. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 
Incorporated 1806 





Hart Darlington, President 
J. F. Van Riper, Secretary 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 
E. B. Thistle, Vice-Pres. & Secretary 
H. P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Must Himself be Well Served 


COMPANIES 








Chicago Conference 
Gets Under Way 


IN EFFORT TO BRING HARMONY 





Representatives of Union, Bureau and 
National Ass’n Meet to Try to 
Prevent Field Break-Up 





Yesterday marked the beginning in 
Chicago of the joint conference between 
representatives of the Western Union, 
Western Insurance Bureau and the Na- 
tional Association of Insurance Agents 
in the heroic effort to bring together 
again the two great company orga- 
nizations controlling operations § in 
the Middle - West. It is not ex- 
pected that the conference will be 
of short duration unless one party 
or another should propose somc im- 
possible suggestions. Probably, if the 
Union and the Bureau fall in with the 
spirit of co-operation suggested by the 
National Association the conference will 
be prolonged over several days or even 
weeks while sincere efforts are made 
to find common ground on which all 
parties can meet. 

For the National Association Thomas 
C. Moffatt, Newark, acts as chairman 
of the committee of five. Others on the 
committee include Frank R. Bell, presi- 
dent of the National Association, 
Charleston, W. Va., Will J. Beggs, 
Cleveland, Ohio, Cliff C. Jones, Kansas 
City, Mo. and Edward M. Allen, Helena, 
Ark. The committee is accompanied by 
Walter H. Bennett, secretary of the Na- 
tional Association. At the time of go- 
ing to press the names of those on the 
Union and Bureau committees had not 
been made public. 

In accepting the National Associa- 
tion’s invitation to the Conference at 
the Hotel La Salle, President John C. 
Harding of the Union sent the follow. 
ing telegram to Frank R. Bell: 

“IT acknowledge receipt of your tele- 
gram urging a conference between a 
committee of five members of the Un- 
ion, five members of the Western In- 
surance Bureau and five members of 
the National Association of Insur- 
ance Agents to consider the. sit- 
uation arising from the  abroga- 
tion of the Union and _ Bureau 
conference agreement. The Union has 
at all times strongly favored a united 
force of companies and agents. The 
Union stands for equal rights to all 
members and equal vote regardless of 
company size. It stands for a uniform 
commission to agents which shall be 
fair to the public, the agent and the 
company. The Union membership is op- 
posed to the present tendency of in- 
creasing expense and believes that the 
companies and agents should agree up- 
on a reasonable and uniform scale of 
commissions, the agents and the com- 
panies to be equally responsible for its 
enforcement.On this plan we stand and 
welcome conference of all companies 
and agents regardless of affiliations. 
On behalf of the Union I accept your 
invitation though no such conference 
will operate to modify or suspend the 
complete enforcement of the Union 
rules and requirements.” 

President Yunker of the Western Bu- 
reau, replied last week from Denver as 
follows: 

“Your telegram was forwarded to me 
here. The policy of the Western Insur-. 
ance Bureau has always been and 
now is to meet with any represen- 
tative committee having the best inter- 
ests of the fire insurance business at 
heart. Following our well established 
policy if a meeting is arranged for as 
indicated in your telegram, the Western 
Insurance Bureau will be represented 
as requested.” 





GEORGE W. BUNTIN DIES 
George W. Buntin, one of the direc- 
tors and incorporators of the William A. 
Hamilton Co., of Boston, died Novem- 
ber 3. Mr. Buntin was well known 
among the Boston insurance fraternity. 
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Investigations Of 
False Proofs of Loss 


SECTION 1202 OF NEW YORK CODE 





Talk By William B. Northrop Before 
Arson Bureau Meeting of National 
Board of Fire Underwriters 


At the recent meeting of the special 
agents of the National Board of Tir 
Underwriters’ Arson Department, Will- 
iam B. Northrop read a paper on See- 


tion 1202 of the New York Code, which 
has to do with the proof of loss statut 
Hle said in part: 

The proper investigation of a 
proof of loss achieves two objects: 
First, it deprives the assured of the in 
surance money which supplied his mo 
tive for the fire; secondly, it leaves him 
open to penalties, equal in many re 
spects to those attached to certain de 
grees of arson. Thus, he punishes him 
self by burning up his own property for 
which he collects no insurance, and, be 
sides, he puts himse!? in jeopardy under 
the criminal law. 


false 


The great difficulty of proving the 
crime of arson —-admittedly harder than 
even that of murder—leads us to wel 


come some other method of depriving 
crooked insurers of their loot. 
How Statute 1202 Reads 

In prosecuting under the statute for 
false proof of loss we have, as it were, 
an effective alternative: for, if the ar 
son charges fail for insufficient, or un 
obtainable evidence, we may still hope 
that a proper investigation throwing 
light on the falsity of the claim may 
yet defeat the attempt to swindle the 
insurance company. 

The statute under which trials involv 
ing false proof of loss are conducted in 
the State of New York reads as follows 
and is known as “Section 1202”: 


“Presenting False Proofs of Lo in Support 
of Claim Upon Policy of Insurance person 
who knowing it to be such: 

1 Presents, or cause to be presented, a 
false or fraudulent claim, or any proof in sup 
port of such a claim, for the payment of a 
loss upon a contract of insurance; or 

», Prepares, makes or subscribes a false of 
fraudulent account, certificate affidavit or 
proof of loss. or other document or writing 
with intent that the same may be presented 
or used in support of such a claim 

Is punishable by imprisonment for not more 
than five years fine of not more 


» BY a 
than five hundred dollars, or by both such 
fine and imprisonment.” 


A careful reading of this statute ex 
hibits many pitfalls for even the most 
wary insurer: For instance, he 
not have to present the proof of loss 
himself but he may “cause it to be pre 
sented”; also, any proof in support of 
such a claim lays him open to prosecu 
tion if that proof be false; even if he 
“prepares, makes or subscribes to a 
false or fraudulent account, certificate, 
or affidavit’ he is likely to get into 
trouble, or if he submit any “other docu- 
ment or writing in support of such false 
claim.” Under this broad reading, the 
assured in presenting false bills or jug- 
gling with a false set of books or mak- 
ing up a false schedule, may be prose- 
cuted, and if the prosecution be suc- 
cessful he may be imprisoned for five 
years or fined $500, or both. Also, 
those who assist him—such as the ad 
justers—may be punished. 

Can Neglect No Detail 

As in arson investigations, no detail 
of this work can be neglected: Of 
course, the facts of the fire from an in 
cendiary standpoint must also be con 
sidered. A visit should be paid to the 
scene of the fire at the earliest possible 
moment and every nook and corner of 
the premises carefully searched. All 
bills, checks, papers, books and mate 
rial lying about should be looked over 
and, where important, given to the 
proper authorities, such as the fire 
marshal, or the local fire chief, or dis- 
trict attorney. Every little scrap of 
paper that might supply a possible clue 
is worth examining. An old check-book 
carelessly cast aside may throw a flood 
of light even on the arson end of a case. 
It was recently found that an unpaid 
check for a small amount, discovered in 
the debris after a fire, revealed an ad- 
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Telling an Interesting Story 
of the “Diamond Jubilee” to 
Five Million Insurers 
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dress which led to the obtaining of valu- 
able information. 

In examining documentary proofs sub. 
mitted by an assured under suspicion, 
the schedule setting forth the details of 
the claim is of much’ importance, 
Every item on this schedule and the 
dates of these items should be studied 
and all addresses should be checked 
up by a personal visit to those who have 
rendered bills or shipped goods, 

Checking Up 

The checking up of the items of a 
schedule frequently lays bare the en- 
tire operations of the assured in build- 
ing up a false proof of loss. Last year, 
a toy dealer on Eighth Avenue, New 
York City, presented a false proof of 
loss in connection with a fire. A careful 
checking up of the schedule reveal. 
ed that he had an item of more than 
$1,300 for a “stock of toys” which he 
bought at a receiver’s sale in West New 
York. A visit to the West New York 
premises disclosed the fact that the 
goods sold consisted of stationery, not 
toys, and the chain of circumstances 
following this disclosure resulted in the 
successful defense of the claim which 
he had brought against the insurance 
company. Like other persons present- 
ing false claims, he had submitted a 
number of bills for goods. These bills 
were forgeries. The checking up of 
each of these bills resulted in proving 
his claim to be false. 

In examining a set of bills, shipping 
receipts, or other documents, it is ex- 
tremely important to arrange them in 
their chronological order so that the 
actual transactions will appear from 
day to day, leading up to the occurrence 
of the fire. This arrangement is at- 
tended at times with interesting results. 
It brings out any unusual changes in 
business methods that may have oc- 
curred shortly before the fire. Bach 
bill must be examined to see if altera- 
tions have been made on it. 

The photographing or photostating of 
a set of bills or pages from books of 
account, especially if the work is slight- 
ly enlarged, will show changes in fig- 
ures or items which would not be ap- 
parent to the naked eye. It has been 
found that 1’s have mysteriously be- 
come 6's, 7’s, 8’s, and 9’s, and even 4’s 
and 2’s, while 7’s have changed them- 
selves into 9’s and 8’s. The simple clos- 
ing of the sides of a 3 readily trans- 
forms it into an 8, and it is easy to 
turn a 100 into 1100 or 1000, or make 
similar alterations. 

Sometimes, the friends of a crooked 
fire insurance claimant are willing to 
give him bills supporting a false proof 
of loss but they are not anxious to be 
involved in a prosecution under Section 
1202 and are often induced to talk when 
confronted with these false documents. 

Examining Books 

In examining a set of books, it is dif- 
ficult to know exactly what books to 
study. Of course, special businesses re- 
quire special books, but there are cer- 
tain standard ones that should be ex- 
amined in nearly all trades, such as 
the following, in the order of their im- 
portance: 

General 
General 


1 Ledger. 
2 Journal. 

3. Purchase Journal_or Purchase Book. 

4. Sales Book or Charge Book. 

5. Cash Book. 

6. Bank Books, including cancelled checks, 

vouchers, pass book and check book. 

7. Shipping and Express Receipts. 

If the firm contracts for some of its 
work outside, it is essential to obtain 
the “Labor Book,” showing the wages 
paid to sub-contractors, and also the 
wages paid to direct employees, such as 
the payroll. From these. subsidiary 
books one is enabled to obtain the 
names and addresses of employees who 
may supply important information as 
to trade conditions just before the fire. 

In looking over these hooks, consider 
whether they would lend themselves to 
fraudulent practices and alterations. 
The more employees there are, such as 
bookkeepers, working on a set of books, 
the less chances exist for fraud because 
more people have to be taken into the 
confidence of the man who would bene 
fit from the falsification. At times, the 
proprietor himself will keep his owd 
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special set of books, and thus more op- 
portunity for fraud exists. 
In going over these accounts, you will 
notice places where figures have been 
changed or erasures and alterations 
made. Anything scratched out or alter- 
ed in a ledger is suspicious. By referr- 
ing to the day book and journal and to 
the original accounts, it can be ascer- 
tained whether the item is fraudulent or 
pot. Any fresh writing or newly made 
entries in the principal account books 
are suspicious on their face. In going 
over the ledger, examine it carefully for 
unusual items, such as credits to capital 
account, or “loans” (which loans may 
never have been made). Another fav- 
orite method of crooked accounting is 
the suppression of sales. This is us- 
ually done for the purpose of avoiding 
income tax returns, but is also a fay- 
crite dodge of the fire fraud. 
It is not difficult to compile a rough 
monthly statement of purchases and 
sales which gives a quick survey of the 
trend of the business and which will 
prove a good index of how matters were 
going just previous to the fire. This 
monthly statement should include gross 
gales, gross returns, net sales, net re- 
turns, gross purchases and net pur- 
chases. They should be set out on a 
sheet side by side in adjoining columns. 
Any violent fluctuation or unusual busi- 
ness disproportion may be quickly 
noted, especially in the listing of those 
accounts showing transactions just be- 
fore the fire. A favorite trick of a cor- 
poration working with subsidiary com- 
panies is to make book entries, show- 
ing that the subsidiary companies have 
returned merchandise—owing to defec- 
tive material—to the parent company. 
It is important in tracing a transaction 
of this character to ascertain if the par- 
ent company returned the merchandise 
to the manufacturer. 

Income Tax Returns 

Income tax returns should not be neg- 
lected. Of course, it is impossible to 
obtain information from the government 
but, as the assured keeps duplicates of 
his returns, you can frequently obtain a 
great deal of information. 

In considering each trade, the condi- 
tions in that particular industry should 
be carefully studied. It is now fairly 
well known that crooked fires take 
place when business is bad. For in- 
stance, in the fur trade nearly all fires 
occur in the spring of the year. Trade 
falls off in these months. “Business 
men” who deal in furs can tell by spring 
Whether or not they have a chance of 
“turning the corner” with their stock. 
If not, they may and often do call in 
the good offices of the “fire syndicate” 
or some one else to help them out with 
the fire, or else they take a chance and 
attempt to make the fire themselves. 
lt is the inexperienced fire operative 
Who falls into the kindly hands of a 
National Board investigator. 


In the cloak and suit trade when 
there is a business depression, we have 
Plenty of fires. Bad market conditions 
Cause fires in all trades. You will re- 
tember that most of the hat trade fires 
occur from May to August. An over- 
stock of hats and caps or a sudden 
change of styles often -results in a 
(rooked fire, 

In the millinery and feather trades 
also a change of fashions will bring a 
lumber of fires. This also applies to 
the embroidery trade. In the old days, 
trade followed the flag,” but now fire 
lollows the trade. 


Public Adjusters 

Studying the false proof of loss natu- 
rally leads us to the independent public 
adjuster, There are now more than 
‘wo thousand of these persons in New 
York City, 
, [tis the adjusters for the assured who 
teach the young idea how to shoot.” 
Por 4 consideration, sometimes equal- 
ling 50% of the claim—but usually 10% 
 26%—the public adjuster will pre- 
eet all documents, schedules, proofs of 
O88, etc., and get the claim in shape. 
lt is to be particularly noted, however, 








that when it comes to swearing to the 
proof of loss, the assured does the 
swearing. He sometimes swears con- 
siderably afterwards, as well. 

Section 1202 can also be applied to 
the crooked adjuster. Paragraph one 
states that any person who “causes to 
be presented” a false or fraudulent 
claim can be prosecuted under the stat- 
ute; he can also be included as one who 
“prepares a false or fraudulent account, 
certificate, affidavit or proof of loss or 
other document or writing.” The close 
application of Section 1202 to these 
crooked adjusters would have a salutary 
effect on reducing the fire losses. 

The public adjuster has systematic 
methods for obtaining information con- 
cerning every fire that occurs in the 
city; he reaches the assured by tele- 
phone and is on the job almost simul 
tuneously with the fire apparatus. Hle 
has even been known to go to the home 
of the assured and virtually kidnap him, 
keeping him away from everybody else 
until he has obtained his contract. 
Most of these adjusters place inform- 
ants at strategic points about the city 
where they obtain knowledge as to fires 


vend locate the assured. They possess 
business and corporation § directories 
and they. can locate any assured in 


short order. Some of these men keep 


high-powered cars waiting near engine 


houses, and the minute the alarm is 
chalked up on the blackboard they 
“roll” with the apparatus. There is 


nothing wrong in this enterprising work 
in itself, but it is in padding the 
claim afterwards and turning perfectly 
straight fires into crooked ones that 
they become accessories after the fact 
in presenting a false claim. 


The Goodwin Device Agency, Ine. 
has been formed to do an insurance 
business in New York City with a cap- 
ital of $10,000. 


NEW BRITAIN AGENCIES MERGE 

The Home Banking & Realty Co. and 
the W. L. Hatch Co., of New Britain, 
Conn., have been merged, creating one 
of the largest real estate and insurance 
agency companies in Connecticut. The 
new organization will have its headquar- 
ters in the W. L. Hatch offices in the 
City Hall Building. The agencies will 
continue to represent the same insur- 
ance companies as heretofore. They 
will also continue to do an automobile 
finance business. 
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$800,000 Capital 





Fifty-Two Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $3,806,949 
Policyholders Surplus $1,514,962 
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SOE RE REALE OEE 


and Explosion Insurance 


As explained in our leaflet, “Exploding Air Tanks” 


The danger of serious explosion of compressed air tanks is al- 


ways present, notwithstanding the greatest precautions, and exten- 


Eighty Maiden Lane, New York, N. Y. 


HENRY EVANS, 


Chairman of the Board. 


Cash Capital: Five Million Dollars 
CHICAGO 





sive damage is usually caused thereby. 


The Fidelity-Phenix will be glad to help you with the counsel and 
suggestions of its experienced field men and engineers. 


FIDELIT Y-PHENIX 


FIRE INSURANCE COMPANY 
NEW YORK 
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“AMERICA FORE” 


MONTREAL 


This type of explosion has been so frequent recently that the 
aggressive agent on the lookout for new business will do well not only 
to warn users of compressed air tanks of the dangers, but also to 
emphasize the protection that Explosion Insurance offers. 


Among your prospects are garages, constantly using compressed air for tire 
service and other purposes; contractors, who operate their pneumatic drills 
and riveters by it; machine shops and laundries. 


ERE REE NECEEEEE 
The Compressed Air Tank 


Cc. R. STREET, 
Prasident. 


SAN FRANCISCO 
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Reinsurance Bureau 
Ends Existence 


MADE EFFECTIVE NOVEMBER 7 


De Mott and Assistant Man- 
ager Mowry Have Not Yet An- 
nounced Future Plans 


Manager 


The attempt of some company execu 
tives to continue the Reinsurance Bu- 
reau, of 100 William Street, was not 
successful. It closed November 7. On 


October 31 a 
tinuance 


resolution 
was adopted. 


for its discon 
After telling of 


this resolution, Manager Howard De 

Mott, in a letter to members, said: 
The Board has diligently endeavored 

since that time to secure increased per- 


centages or new memberships to fill the 
required 100% 


participation, but now, 
in view of their absolute inability to 
bring this about, we are under the nec 
essity of confirming a telegram just 


sent you, follows: “At member- 
ship meeting October thirty-first it was 
voted to terminate Bureau unless Board 
of Governors could fill membership par- 
ticipation by November seventh. At 
close of business November fifth neces- 
sary one hundred per cent not having 
been secured and Tuesday being holi- 
day, the Board has no alternative but 
to formally notify you that the Bureau 
is terminated as of November seventh.” 

Manager DeMott has not yet an 
rounced his future plans. Assistant 
Manager Benjamin R. Mowry will con 
tinue closing up the affairs of the Bu- 
reau until next June: 


as 


BACKS INSURANCE EDUCATION 
Commissioner Dunham, of Connecticut, 
Thinks Insurance Workers Should 
Be Drilled in Fundamentals 
Arithmetic, grammar and even spell 
ing, the art of concentration, time effi 
ciency, effective speech, human nature 
and the amenities are of sufficient im 
portance to be placed on the curriculum 
of all insurance educational clubs in the 
country, according to a statement made 
by state insurance commissioner. of 
Connecticut, Howard P, Dunham, at the 


banquet of the Insurance Institute of 
America at Hotel Bond, Hartford, Oc 
tober 30. Too little attention is paid 
to these important subjects in or out 


of schools today and he believed insur 


ance clubs should proceed forthwith 
into’ the training of office clerks. in 
these subjects. He advocated the es- 


tablishment of regular full time day in 
surance schools in convenient insurance 
centers, such as Hartford, Des Moines 
and San Francisco, to be supported by 
insurance companies. 


To get any kind of an education 
means hard work. To attend lectures 
on insurance or any other subject is 


not sufficient. You have got to secure 
a knowledge of fundamentals and then 
through a broad vision develop new 
ideas for the conduct of your business. 
The companies are today weeding out 
those undesirable officers and clerks 
who do not maintain a high standard 
of efficiency. 
NEW PHILADELPHIA FIRM 

Lewis N. Lukens, Jr., and Ernest C. 


Savage Form Lukens, Savage & 
Co., 132 South Fourth St. 


Lewis N. Lukens, Jr. 
Savage have terminated 
tion with Wilson 


and Ernest C. 
their connec- 
and Co., 321 Walnut 


Street, Philadelphia, with whom they 
have been associated for a number of 


years, and have formed a partnership 
for the conduct of a general insurance 
brokerage business under the name of 


Lukens, Savage & Co. They have 
opened offices at 1382 South Fourth 
Street, Philadelphia, and expect to em- 


phasize the brokerage end of the busi- 
ness, rather than the agency. 

Both Mr. Lukens and Mr. Savage are 
native Philadelphians and are grad- 
uates of Princeton University. 


Requirements For 
Doing Cuban Business 


SECURITY DEPOSIT VARIES 
Casualty Companies Required to Put 
- Up $25,000; Tax on Premiums 
May Be Increased 
Conditions under 
companies may enter Cuba 
transaction of business, are the sub- 
ject of 4 special report by the insur- 
ance department of the U. S. Cham- 
ber of Commerce. The formalities are 
set forth in Articles 417 to 420 of the 
organic law. 
A company 
retary of 
Labor, a 
nancial 
orized 


insurance 
for the 


which 


must deliver to the See- 
Agriculture, Commerce and 
copy of its charter and a fi 
statement. Upon being auth- 
the company must deposit in 
the treasury of the Republic admis- 
sible securities in the following 
amount: 

Fire Insurance 
Life Insurance 
Bonding 
Casualty 
Maritime 


Companies. ....$75,000 
Companies..... 25,000 
COMPANICH ..cccdcsass 25,000 
Insurance Companies. 25,000 
Insurance Companies 25.000 
Guaranty Insurance Companies 25,000 
It is provided that such securities 
may consist of cash, government bonds 
or shares of stock of approved Cuba 
companies or bonds of the United Stat- 
es Government. A law of 1900 places 
a tax on insurance cotnpantes operat- 
ing in Cuba of 24%% of their premi- 
um receipts. In 1917 this was in- 
creased to 444% but by an amendment 
of 1920 the tax was reduced to 2%%. 
A committee to revise the tax laws 
of Cuba appointed by decree in 1921, 
proposes that the tax on insurance and 
bonding comnanies shall be increased 
to 4% of the premium receipts, but 
this has not yet been put into the 
law. 

The law 
tion for 
security of 


indemnifica- 
provides for 


covering the 
labor accidents, 
$100,000. 





MORE ADVISORY BOARDS 


Penna. Federation Adds Two in North 
umberland and Union Counties; 
Warren County Starts One 





An insurance advisory board for 
Northumberland and Union Counties 
was organized under the auspices of 
the Insurance Federation of Pennsyl- 
vania at a meeting of agents held on 
Monday, October 29, in the Masonic 
Temple at Shamokin. The following 


selections were made for the life board: 
Robert H. Kocher, Scott J. Corbett, Wil- 
liam Felker, KE. H. Gearhardt, S. C. 
Yocum, W. H. Kahler, W. H. Ehret, 
C. Kk. Kempel and R. W. Helfrich. The 
following selections were made for the 
fire and casualty board: John E. Sav- 
age, George W. Marshall, Bertram Gal- 
braith, A. F. O’Daniel, F. F. McMen- 
amin, P. A. McGinnis, W. A. Coulson, 
C. W. Clement, N. E. Spyker and D. W. 
Hastings. 

The boards organized by choosing the 
following officers George W. Mar- 
shall, Shamokin, general secretary. 
Life board, Robert W. Kocher, Shamo- 
kin, chairman; Scott J. Corbett, North- 
umberland, vice-chairman. Fire and 
casualty board, John K. Savage, Sun- 
bury, chairman; P. F. McMenamin, 
Shamokin, vice-chairman. 

An advisory board for Warren County 
was organized at a meeting held at 
Warren on Monday, November 5, of 
which Val F. Genge, of the firm of 
Craft, Keefer & Genge, was the chair- 
man. 

The annual meeting of the advisory 
boards of Erie, Crawford and Mercer 
Counties took place in the Chamber of 
Commerce at Erie on Monday, Novem- 


ber 5. There are now forty advisory 
boards functioning in Pennsylvania, 


practically covering every section of 
the state, 


EIGHTEEN FORMS IN ONE STATE 


Ohio Farmers Describe Variety of Con- 
tracts To Meet Needs of Insur- 
ance Agents 


In Ohio alone the Ohio Farmers fur- 
nishes agents with eighteen different 
forms of policies and in the entire field 
more than fifty. The eighteen forms 
used in Ohio follow: 

Mercantile Fire. 

Mercantile Tornado. 

Dwelling Fire. 

Dwelling Tornado. 

Dwelling Combined. 

Automobile, Cash Value. 

Automobile, Specific Amount. 

Dealers Automobile Certificates. 

Dealers. 

Short Term Hay and Grain Fire. 

Short Term Hay and Grain Combined. 

Fire and Windstorm. 

Cash Farm Fire. 

Cash Farm Windstorm. 

Cash Farm Combined. 

Installment Farm Fire. 

Installment Farm Windstorm. 

Installment Farm Combined. 

Sprinkler Leakage. 





HOME TO ACT AS HOST 


Has Given Dining Room and Will Pro- 
vide Entertainment at Exam- 
ing Underwriters’ Dinner 


The Examining Underwriters Asso- 
ciation will hold their next dinner and 
entertainment on November 20 in the 
Home Insurance Company building, 59 
Maiden Lane. ‘To show the interest the 
Home officials have in this fast grow- 


ing organization they have given the 
use of their dining room and facilities 
to make this meeting a success. An 


official of the Home will be the princi- 
pal speaker. The entertainment will 
be largely supplied by employees of the 


Home, assisted by George Bell and 
Henry Tesch. 
Martin Zaengle, of the Svea, presi 


dent of the association, has appointed 
the following as chairmen of the stand- 
ing committees: KEntertainment, Henry 


Tesch, Westchester; membership, M. M. 
Guillan, Continental; education, O. A. 
Marrin, N. B. & M.; editorial and press, 
W. O. Lincoln, Great American. 





CLEARING HOUSE MEETS 
An interesting meeting of the Re- 
insurance Clearing House was held in 
New York this week. 
Com- 
deal 
with a 


Burns-Langan Fire Prevention 
pany, Ine., has been formed to 
in fire prevention equipment, 
capital of $1,500. 


TOBACCO INSURANCE MANAGER 

Owen Wilson, newly appointed insur. 
ence manager for the Universal Leaf 
Tobacco Company, succeeding the late 
John D. Fry, is originally from South 
Boston, Va., and was formerly a mem. 
ber of the local agency firm of Fry, 
Jordan & Wilson of that city. More re. 
cently, he was with the Starkweather 
& Shepley companies at Providence, 


R. I. Announcement of a successor to 
Mr. Fry as manager of the insurance 


department of the Tobacco Growers Co. 
operative Association at Richmond, a 
position which he held along with the 
other, is expected to be made within 
the next few days, 
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An Endowment or Income-for-Life Policy is the Policyholder’s 
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RY. Sketch Answers 
Critics of Insurance 


DIVIDENDS NOT EXCESSIVE 


Prominent British Executive Finds 
Profits to Stockholders Are Small 
on Great Turnover 
R. Y. Sketch, general manager of the 
Norwich Union, Phoenix Assurance 
and London Guarantee & Accident at 
the head office in England, and who 
ig also president of the Insurance In 
stitute of London, made an unusually 
informative and interesting talk to the 
Institute a fortnight ago, in which he 
answered the assumption that insur 


ance companies “are unduly wealthy 
corporations which have reached their 
position through charging the policy 
holders premiums above those which 
are necessary to carry the risk cov 
ered.” 

After discussing the life insurance 


fund account he turned to fire 
ance and said in part: 
Analyzes Returns of Leading Group 
We next turn to the general funds, 
and to enable us to review the situa 
tion, I have taken the figures of a num 
ber of the leading British companies. 
The total funds (including life funds) 
of these companies are £289,000,000 
After deduction of the departmental 
funds and the capital paid in by the 
shareholders, it appears that the free 
funds of these offices amount to £44, 
000.000, a substantial figure and one 
that at first glance might seem to jus 
tify the critic. In considering it, how 
ever, it is not only necessary to give 
thought to the weighty responsibilities 
of the companies which lean upon the 
strength of the funds, but also to the 
transactions which have produced the 
results. The ages of the companies 
vary from 60 to 200 years, and average 
117 years. The total capital paid = in 
by shareholders is approximately £7, 
000.000, the exact figure is difficult to 
trace, but IT am satisfied that this fig 
ure is a fair one. It must be remem 
bered that insurance business and the 
handling of its finance differ from most 
other trading concerns. Having con 
stantly before them the hazard of a 
serious loss or snecession of losses, 
and groping, as they have had to do in 
the past, to make sure that their rates 
are soundly calculated, it has ever 
been the desire of those responsible 
jor the management of the companies 
so to conduct the business as to have 


insur 


amvle safeguards to enable them. to 
Mlfill their contracts in any circum 
stances. Instead, therefore. of divid 


ing their profits—-or the major part o7 
them—from vear to vear as ordinary 
traders do. thev have in the main lim 
ited their dividends to the interest 
earned upon their funds. The free 
fonds therefore are built up by the ae 
cumulation of the difference hetween 
the nremiums eallected and the outeo 
or in other words, the ordinary profits 
Whith in a trading concern would be 
"sed for dividends and creation of re 
serves, 

How many trading or manufacturing 
Companies which started with a snb 
stantial canital 117 vears ago wonld 
consider they had done well if during 
that time thev had not divided among 
their shareholders and also accumulat 
ed reserves which together would be 
Freater than the average indicated bv 
the figure mentioned? Your comment 
Mav be, “Ah, but what about the divi 
dends received bv the shareholders 
during all that time?” That is anoth 
*r point. and one Tam coming to short 
ly. Tt does not affect the nresent ar 
kument, which is that these funds have 
Frown up out of the difference hetween 
the Premiums charged to the puhblie 
and the losses and outgo relative to 
those premiums. To obtain a correct 
Perspective it is necessary to see what 
ls the volume of the transactions 


which has produced these results, As 
far as I have been able to ascertain, 
the premiums handled by these compa- 
nies during their history have amount- 
ed to approximately £1,600 million, so 
that the free funds represent only a 
difference of under 3 per cent, upon 
this turnover. How many classes of 
business are there in which the public 
has paid such a small margin of prof- 
its to the producer or distributor? Re- 


member that during all these years 
these particular companies have sue- 
ceeded in wresting fair results from 


the hazards of the game, there have 
been hundreds of others in which very 
substantial capital has been invested 
which have gone under and brought 
loss and sacrifice to shareholders and 
policyholders. In the last sixty years 
over 550 companies that have been 
fioated have disappeared or been taken 
over; in any case, the majority of 
them were unable to maintain a sep 
arate existence and the amount of cap 
ital lost through the failures is a sub 
stantial figure. 

Dividends Not From Overcharging 

Turning now to the question of di- 
vidends, I do not know any class of 
business whose proprietors are enti 
tled to ho'd their heads as highly as 
can the shareholders of insurance com 
panies.The dividends they have receiv 
ed have not come, as I have already 
explained, from the over-charging of 
rates, but from the investment by the 
companies not merely of the free funds 
already touched upon, but the funds 
which in due time will be re 
quired to meet future liabilities other 
than claims under life policies. To you, 
of course, this is all elementary, but 
insistence upon these facts is often 
overlooked in dealing with the assured 
or prospective assured, and reference 
to them cannot but improve the under 
standing by the public of our conten 
tions and good standing. 

Investment of Reserves 

The principal funds for investment 
urising out of fire, accident, and ma 
rine business, are created by the re 
serve which we set up to meet claims 
which will arise before tne completion 
of the contracts already entered into 
whilst there is the further item of 
claims that have arisen but which can 
not be settled then and there. but for 
which provision has to be made. 

One of our leading companies a few 
years ago made investigations to as- 
certain what was the average premium 
for each fire policy issued by it in the 


United Kingdom, and the average ob 
tained was £1 per policy; as, however, 
w 


circumstances may differ with differ. 
ent companies and at different times, 
let us take a figure double that amount 
and this is a figure which other inves- 
tigations justify my adopting. A pre- 
mium of £2 would call for a reserve, 
on a 40 per cent. basis, of 16s. As 
a matter of pracgical politics, how 
many people, if they did not pay fire 
premiums, would invest that 16s. and 
obtain any benefit from the interest? 
It is only by means of an instrument 
of the nature of an insurance company 
that the aggregation of these small 
sums can be made revenue producing. 
The dividends paid to the sharehold 
ers do not affect the pockets of the 
policyholders because the latter would 
not individually obtain the return se- 
cured by the insurance companies. 
Bearing also in mind that these invest 
ments are made in Government, rail 
ways and high class industrial secur- 
ities, it will be seen that the supply 
of capital produced by the retention of 
premium eserves is doing something 
for the development of the industrial 
welfare of the world. 
Ratio of Dividend To Capital 

A further line of thought that might 
with advantage be touched upon in no 
apologetic spirit is the ratio of divi 
dend to capital. Because this appears 
to be a high percentage the charge of 
profiteering is sometimes levelled at 
us. Let us therefore see what is in- 
volved. The capital paid in by the 
shareholders of these companies, as al- 
ready stated, amounts to £7,000,000 
and the dividends now paid amount 
to some £5,500,000 per annum, which 
might seem once more to support an 
unfriendly critic. Is it, however, equit 
able or reasonable to compare divi 
dends of today against capital sub 
scribed sometimes over 100 years ago? 
There is first of all the great difference 
in the value of money between these 
times and those and then, furthermore, 
there is the fact that by effluxion of 
time very few of the original subscrib- 
ers now remain, and the measure of 
the capital invested is not the nomin 
al amount subscribed but the figure at 
which the present holders have either 
had to purchase shares or had them 
transferred to them from deceased es 
tates. The market values of the shares 
of the companies producing the divi 
dends mentioned amount to no less than 
£116.000,000, and T submit that having 
regard to the age of the companies this 
is the figure with which the dividend 
ontgo should be compared. The value 
of an estate upon which death duties 
have to be paid is not based upon the 
face value of any shares in that estate 
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but upon their market value. The share- 
holder of today takes no cognizance of 
the amount of the subscribed capital of 
the company in which he is interested. 
but looks solely to the market value. 
It would be as unreasonable to measure 
the dividends of today by the amounts 
originally subscribed as it would be to 
declaim against the Government of the 
country because one’s forefathers sub- 
scribed £100 in Consols which will 
only produce something less than £60 
if sold in the market today. No one 
could contend that if he were the for- 
tunate legatee of 1,000 Consols_ that 
thereby his stake in the Government 
securities was anything more than 
£600 and, conversely, 100 shares 
of £10 each in an insurance 
company should not be reckoned 
at their face value of £1,000, which 
is what in effect is being done when 
comparisons are made between the di- 
vidend payments and the capital sub 
scribed. Time is the great factor in 
this comparison, and my remarks are, 
of course, mainly applicable to the older 
companies. 

To summarize: I would say that we 
contend that the companies’ rates have 
throughout been distinctly reasonable, 
that the dividends that have been paid 
have not been detrimental to the policy- 
holder, and bear a proper relationship 
to the capital at stake, and further, that 
the business and industrial world has 
benefitted by the companies’ utilization 
of the premiums collected. Constant re- 
iteration of these points by our officials 
and agents could not but be good for 
our business, and would tend to create 
a helpful atmosphere. 


CROP COVERAGE DANGEROUS 


E. W. Hall of National Union, Thinks 
Insurance Should Be Limited To 
Actual Investments Made 


The dangers of granting too broad 
coverage on crop insurance have been 
enumerated in a letter sent by Second 
Vice-President E. W. Hall, of the Na- 
tional Union, to “The Journal of Insur- 
ance and Financial Statistics.” Mr. 
Hall suggests as a remedy for insuring 
the crop that the policies be made to 
cover only the actual investments in the 
year’s crop. His letter on the subject 
follows: 

“From our experience and what we 
know of the experience of other compa- 
nies, crop insurance contains possibil- 
ities of very unfavorable underwriting 
results and should not be undertaken 
except by strong companies or without 
careful preparation and adequate safe- 
guards. For one thing, we believe that 
in the beginning at least the insurance 
should be limited to the investment ac 
tually made to produce a crop. In time 
it might be feasible and reasonably safe 
to also insure the potential value of 
the crop but not, in our opinion, until 
the feasibility of insuring only the in 
vestment had been amply demonstrated. 

“Further, we do not believe a com 
pany might safely entrust the accept- 
ance of this kind of insurance to agents 
hut that it should only be accepted un 
der direct company supervision. We 
also believe that means would have to 
be adopted (the fixing of a safe latest 
date on which insurance could be ac- 
cepted in each locality, for instance) 
to insure the securing of a spread and 
volume of business before the probable 
crop results could be anticipated rather 
than only such business as would be 
likely to produce a loss or, as in our 
experience, which was already a 
when insured.” 


loss 


VIRGINIA AGENCY CHANGES 

The Tidewater Insurance Company, 
Inc., of Norfolk, which has been operat 
ing a large agency there for some years 
has sold out to Barry, Parks and 
Robey. Leon D. Brown, loca] agent ot 
Newport News, has sold out to Under 
writers Agency Company and retired 
from business. The local agency busi- 
ness of Thomas A. Proctor, of Drake’s 
Branch, who died recently, is now being 
run by his son, Tuomas A. Proctor, Jr. 
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F Points sa Selling Rent | 
and Leasehold Insurance | 








The Aetna Life and Affiliated Compa 
nies are issuing the second edition of the 
selling material included in the “Lines 
We Want to Push” folders. This edi 
tion is devoted to rent or rental value 
and leaschold insurance and contains 
some mighty clever selling ideas in cir 
culars and letters addressed to prospects. 
The following points on how to sell rent 
insurance are taken from the pamphlet 
published by the Automobile Insurance 
Company 

Rent insurance indemnifies the 
owner of a property against actual loss 
of rents sustained, due to the discontin 
uance of a tenancy, as a result of dam 
age from tire, lightning, windstorm, 
explosion or riot and civil commotion. 

Rental value insurance protects the 
owner from loss of actual rental value 


from any of the above enumerated 
causes which as the result of a loss 
sustained renders the building, which 


the assured owns and occupies himself, 
untenantable. 


The ordinary fire insurance policy 
covers only the actual loss sustained 
by the owner to the material with 


which his property has been built. This 
coverage is property damage indemnity 
only. 


Rent or rental value insurance starts 


to operate only after a loss has been 
sustained that renders the owner's 
property untenantable, either in whole 


or in part, and thereby discontinuing 
the rent or rental value- thereof. 

The term of a rent or rental value 
policy does not necessarily limit the 


liability of the cempany to the date of 
expiration. Should a loss occur shortly 
before the expiration date, the com 
pany is liable for the rent or rental 
value loss, sustained during the period 
that the property remains vacant, 
while under construction, or repair un- 
til such time as it is restored to a 
tenantable condition. The company’s 
liability is, however, limited to the 
amount of insurance carried under the 
policy. 

We have endeavored to call your at 
tention to the most important features 
of this coverage and at the same tim? 
make our explanation as clear as pos 
sible. We are not attempting to pub 
lish in this work rates and forms, due 
to the variance in the requirements of 
different localities. Information regard 
ing forms and rates can, however, be 
obtained by application to the rating 
bureau in your territory. If you prefer 


you may communicate direct with the 
state agent for the Automobile Insur 
ance Company in your state and he 


will be pleased to assist you in every 
manner possible. 

There are two principal forms of rent 
or rental value’ insurance. One is 
based on the entire annual income or 
rental value of the property and the 
other on the rental income or rental 
value for the estimated time necessary 
to rebuild the building and place it in 
a tenantable condition. Both of these 
forms may be written to cover the ac 
tual occupied and leased portions of 
the building or the entire building whe 
ther occupied or vacant. 

Fire Clause 

The difference in the provisions of 
the fire clause, which almost invariably 
appears in a lease, are varied and re 
quire a careful analysis. 

In submitting this class of business 
the fire clause of the lease should he 
cauoted in detail and be made a part of 
the policy contract. The insurance 
form should be based on the result of 
the analysis of the fire clause. The 
best form of Leasehold insurance is 
where the fire clause calls for the total 


- 


destruction of the property, Under 
the Common Law, if no fire clause ap- 
pears in the lease, it would be accept- 


able since the lease cannot be termin 
ated unless the leased property is to 
tally destroyed by fire. The courts 


hold that the necessity of substantially 
rebuilding a property after extensive 
fire damage, is considered total destruc 
tion. 

Any lease giving the owner the option 
ot cancelling for a moderate fire dam 
age makes it a very hazardous feature 
for leasehold insurance. 

It will be of considerable 
to you when explaining this coverage 
to remember that the most desirable 
risk is one that can only be cancelled 
by a total destruction by fire and that 
the most hazardous and undesirable 
leasehold risk is where a small or in 
significant fire gives the owner the op 
tion to cancel the lease. 

The following are a few examples of 
the variations which you are likely to 
be confronted with in the examination 
of the fire clause: 

1. In the event of a fire occurring in 
the premises the landlord shall reserve 
the right of terminating the lease. 


assistance 


2. If the building as the result of 
daumage by fire shall be in the opinion 
of the landlord rendered untenantable, 


the landlord reserves the option to ter 
minate the lease. 

3. In the event that a fire shall oe 
cur in the property, the owner shall re- 
serve the option of terminating the 
lease. 

4. If the propertv shall be damaged 
to the extent of a fixed percentage, for 
instance 385%, the landlord may reserve 
the right to cancel the lease at his dis 
cretion. 


Terms Must Be Clear 
You will note that the wording of 
either of these provisos in the fire 
clause contemplates the possibility of 


the termination of the lease in 
event of a partial loss. It is 
to assume that the owner 
of a loss will take advantage of his 
right, under the fire clause, to cancel 
the lease in those cases where it would 
be to his advantage to do so. That is, 
in cases where the value of the lease 
has enhanced since the date it was orig 
inally made. Under the circumstances 
you will readily observe that the terms 
of the fire clause of the lease must be 
clear and definite. 

The unexpired term of the lease and 
the monthly value of the leasehold in- 


the 
natural 
in the event 


terest over and above the rent paid 
should always be stated in the policy 
and the policy issued for an amount 


equal to the monthly value, multiplied 
by the number of months in the unex- 
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pired term of the lease. The agent 
should carefully investigate the method, 
determining this value and it should 
definitely show that it has been figured 
on a reasonable basis and only after 
careful investigation on the part of the 
agent of conditions affecting the de- 
sirability thereof. 

In the event of the fire rendering the 
premises untenantable but not cancel- 
ing the lease, it is customary to provide 
a clause that the company shall be lia 
ble for an amount equal to the monthly 
value stated in the policy until such 
time as the premises are restored to a 
tenantable condition. 

It is advisable for the agent before 
recommending the issuance of a Lease- 
hold policy to make a careful study of 
all conditions which are likely to in 
any manner affect the desirability of 
the risk. 

FORMS COMMITTEE NAMED 

President H. A. Smith of the National 
RPoard of week 
ennounced the names of those who are 
the 
forms committee. 


Fire Underwriters last 


to serve on new standard rating 
This 
committee was created by the National 
Board as a the 
with insurance 


sioners at 


schedule and 
result of 

the 
their convention in 


agreement 
reached commis- 


Milwau- 


kee. The committee follows: 
Wilfred Kurth, vice-president of the 
Iiome, chairman; George G. Bulkley, 


vice-president of the Springfield; FF. W. 
Koeckert, assistant United States man- 
Union; Ralph B. 
Aetna; George H. Bell, 
western manager National of Hartford; 
Charles R. Street, president Fidelity- 
Ishenix; Mdwin Parrish, president 
Board of Fire Underwriters of the Pac- 


ager, Commercial 
Ives, president 


ific; John C. Harding, president West- 
ern Union; Charles H. Yunker, presi- 
dent Western Insurance Bureau; Rob- 
ert N. Hughs, president, South-Eastern 


Underwriters’ 
per, president 


Association; 
astern 


James Wy- 
Union. 
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ON-TO-LONDON COMMITTEE 


John W. Longnecker, of the Hartford, 
Chairman; Eleven Others On 
Insurance List 


The National Advertising Clubs of 
America which are to hold their 1994 
convention in London have announced 
the On-To-London committees which 
are organizing for a large American at 
tendance, The United States delega- 
tion is to go on a special ship. — This 
is the Insurance Advertising Confer. 
ence’s On-To-London Committee: 

John W. Longnecker, chairman, Hart. 
ford Fire Insurance Company, Hartford, 
Conn.; KE. A. Collins, National Surety 
Company, N. Y.; Stanley F. Withe, 
Aetna Affiliated Companies, Hartford, 
Conn.; EK. L. Sullivan, Home Insurance 
Company, New York; Clarence A. 
Palmer, Insurance Company of North 
America, Philadelphia; Chauncey S. §. 
Miller, North British & Mercantile In- 
surance Co., New York; Clifford Elvins, 
Imperial Life Assurance Company, To 
ronto; Harry A. Warner, Maryland Cas- 
ualty Company, Baltimore; A. H. Red 
dall, Equitable Life Assurance Com- 
pany, New York; Roosevelt L. Clark, 
Continental Insurance Company, New 
York; Luther B. Little, Metropolitan 
Life Insurance Company, New York; 
Cc. S. Crummett, American Mutual Liab. 
ility Insurance Co., Boston, 











MUTUAL CONFIDENCE 
FOUND. 


The agents of the Ohio 
Farmers have implicit confi- 
dence in the management. 
There is no suspicion lurking 
in their minds as to whether 
they are being dealt with! 
honestly and frankly. They| 
realize that the management 
regards them as an integral | 
part of the organization vital 
to its welfare. They deserve | 





square treatment and_ they 
| 
get it. | 


OHIO FARMERS 
INSURANCE CO. 


Organized 1848 
LE ROY, OHIO 
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Insurance Keynote Of 
Hartford Ad Meeting 


THREE CORNERED DISCUSSION 
Life Insurance President, Advertising 
Agency Man and Publisher Will 


Be Speakers on November 20 





On Tuesday evening, November 20, at 
the Hotel Bond, the Hartford Advertis- 
ing Club, of Hartford, Conn., will hold 
a meeting that will 
terest to insurance 
fact to every one 
ance advertising. 

The program will be in the nature of 
a three cornered’ discussion. The 


be of unusual in 
executives and in 


interested in insur- 


NEW DEPUTY GOVERNOR 

Reference to the Royal Exchange re 
calls that the new deputy-governor of 
the corporation, Sir Erie Hambro, has 
been many years a director there, says 
a writer in “The Policy Holder.” An 
old Etonian himself, and descended 
from a family long resident in Dorset 
shire and Kent, his ancestors sprang 
from the Danish nobility. He is prom 
inent in the great banking firm which 
conducts the London finance of the 
Scandinavian kingdoms—a_ firm with 
branches in the south and west of Bu 
rope and in the Argentine. When M. P. 


for Wimbledon, before the days of the 
squire, young Hambro was one of the 
handsomest men on the conservagive 


benches, and he has not altered since. 
His father’s place at Hayes is the his- 
toric spot whegg the elder Pitt died and 
the younger » was born. The old 
house was builf Dy the statesman whose 
effigy at Westminster seems, in Macau 
lay’s ringing words, “to bid England be 
of good cheer, and to hurl defiance at 
her foes.” Riding into Hayes, to break 
fast at the village inn, was once a fav 
orite morning pilgrimage of - 


speakers of the evening will be Philip 
Burnett, president of the Continental 
Life Insurance Company of Wilming- 
ton; Dr. John G. Watson, of the J. Wal- 
ter Thompson Advertising Agency, and 
Mr. S. R. Latshaw, advertising man- 
ager of the Butterick Publishing Com- 
peny of New York City. These three 
men represent the various interests that 
are called upon to take part in an in- 
surance advertising campaign — the 
companies, the advertising agencies 
and the publishers. 

This is the first time in the history 
of advertising or insurance that a meet- 
ing of this nature has been held and it 
promises to be an exceedingly interest- 
ing gathering. The Insurance Advertis 
ing Conference at St. Louis helped to 
awaken what Winlow Russell of the 
“Phoenix Mutual’ calls the Sleeping 
Giant and it is expected that this Hart- 
ford meeting will get beyond general 
ities and that these three speakers will 
give insurance men some very enlight 
ening facts and suggestions. 

This triangular discussion will follow 
a dinner that will be served at the Hotel 
Bond at 6:30 and the Hartford Adver- 
tising Club will extend an _ invitation 
to insurance company executives and to 
members of the New England and New 
York Advertising Clubs to be present. 
Reservations will be received from any 
one interested in insurance advertising. 
Address, Miss Bessie Apter, Assistant 
Secretary of the Hartford Advertising 
Club, 902 Main Street, Hartford, Conn. 





Edwin N. Rowley has been incor 
porated to carry on an insurance busi 
ness in Northport, N. Y. The capital 
of $12,000 is divided into $100 shares. 
The directors are EK. N. Rowley, North 
port; Hannah Bialla, Northport, and 
Edward Bialla, Floral Park, N. Y. 

T. A. Duffey Co., Inc., New York, has 
been incorporated with $100,000 capital. 
The directors are James A. Trimble, 
Lrooklyn; William Hl. Walsh, and R. A. 
Barton, New York City. 
































| O. J. PRIOR, President 





INCORPORATED 1868 


The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 

















WANTED TO INSURE LAND 
Ohio Farmers Insurance Co. Tells of 
An Inquiry Which Sounds Fool 

ish, But Wasn't 


The Ohio Farmers one day received 
an inquiry for an insurance policy cov 
ering land on which there was no prop 
erty. Does this sound like one of Rube 


Goldberg’s foolish questions? It wasn’t 


a bit foolish as the following deserip 
tion of the incident by the agent 
proves: 

“Sometime ago a woman came into 


the office of Leland R. Funk, an agent 
of the Ohio Farmers at Niles, Mich., 
and wanted to know if the Ohio Farm 
ers insured farm property and the rate. 
We of course explained the rates to 
her and then she told us that it was 
the ground that she wanted insured as 
she already carried insurance on her 
buildings. We were obliged to tell 
ber that we did not know how she 
eculd insure the ground. 

“At first we were somewhat surprised 
at this request but after talking with 
her for a few minutes we knew that it 
was a legitimate inquiry. The ground 
that she wanted covered is muck land 
and is very valuable for raising celery, 
mint, ete. You of course know that 
muck land burns and we understand 


that after it once burns out it 
so productive as before.” 

The company’s comment follows: 

“While this is the first time insur- 
ance on land has been requested, it is, 
as Mr. Funk says, a perfectly legitimate 
inquiry. There is much of this type of 
soil near Le Roy; and at certain times 
of the year, notably in the fall, the 
stench from burning muck is almost 
unbearable. The muck smolders un 
der the surface and throws off a heavy 
end acrid smoke.” 


is not 





FIRE CHIEFS MEET 


Chief W. H. Bywater, of Salt Lake 
City, was elected president of the In- 
ternational Association of Fire Engi- 


neers at the closing session of the fifty- 
first annual convention of that body in 
Richmond last week. Other officers 
were elected as follows: Chief Edward 
P. Murphy, Buffalo, first vice-president; 
Chief Sam Boyd, Knoxville, Tenn., sec- 
ond vice-president; Chief James J. Mul- 


cahey, Yonkers, N. Y., secretary (re- 
elected): Chief Peter B. Carter, Cam- 
den, N. J., treasurer (re-elected). Buf- 


fulo was chosen as the next 
meeting. 

Prior to the election of officers, stere- 
opticon views were shown by George B. 
Muldaur, general agent, Underwriters 
Laboratories, New York, in connection 
with an address on “Fire Prevention” 
which he delivered. 


place of 
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HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 
C. M. BERGER, Deputy Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 


Over sixty years 


of public 





INCORPORATED 1860 


UNITED 
FIREMEN’S INSURANCE 


COMI 


100 William Street, New York City 





F. W. Lawson, 
Chairman of the Board 
Percival Beresford, President 
Geo. R. Packard, Vice-President 
Herbert W. Ellis, Vice-President 
Howard Terhune, Secretary 


A: FE 
Frank J. 


Over sixty years of public service faithfully performed 
United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 


the 


have established 


Fire, Tornado and Automobile 


Hellriegel, Treasurer 
Goodwin, Assistant Secretary 
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A necessity to insurance companies, bond houses, realtors, banks, municipal authorities, 
corporations and civil engineers. Has been highly endorsed by universities, members of 
the actuarial profession, realtors and leading bankers. 


FINANCIAL ENCYCLOPEDIA 


by 
PIERRE ZALDARI 


Special Lecturer at the College of the City of New York. Author of 
“Annuities and Amortization Tables,” ‘““Trade Acceptance Discount 


Tables,” “Parities of Foreign Exchange,” etc., ete. 


With an introductory note by: 


Professor Frederick B. Robinson, Ph. D., Dean of the School of 
Business and Civie Administration, The College of the City of 


New York. 


The solution of all financial problems, involving compound interest and discount, annui- 
ties and present worth of an annuity, amortization and sinking fund investments, parities 
and yields and the like may only be obtained by two processes. The first requires as a basis 
a command of the theory and use of logarit :ms. The other process is furnished by the 
very practical and simple method given by th s book. 


500 PAGES OF TABLES 


Every rate from 1/g% up by 1/10, /% and 1/6% for direct solutions, and 1043 intermediary 
rates from 1/100% to 11% for solutions by interpolation. 240 periods for direct solu- 
tions and any number of periods by interpolation. 


All calculations may be made for annual, semi-annual, quarterly, monthly and weekly peri- 
ods if desired, also from 3.65% per annum up calculations may be made for daily periods. 


Tables :—Compound interest, 1043 powers of 1.0001, Compound discount, amortization, 
periods required to accumulate a sinking fund of 100, Sinking funds, Periodical invest- 
ment, Present value of an annuity, Annual effective rate compounded monthly and daily, 
Multiples of capital, Logarithms, of (1+i) to ten decimal places, charts of amortization. 


Chapters—Compound interest and discount. Annuities and Amortization. Financing. 
Arithmetical and Geometrical charts. Parities and Yields. Financial terms. Problems. 


Each table has an introductory note giving the solution of its four fundamental problems. 


Contains the only complete tables for Compound interest and discount, annuities, amor- 
tization, sinking funds, etc. 


Contains a complete description of every known method of financing. 


Solves all problems on compound interest and discount which are the basis of all finan- 
cial transactions. 


Solves all financial problems for any rate of interest and for any number of periods of 
time, annually, semi-annually, quarterly, monthly and weekly if desired. 


Explains a practical method of comparison of different classes of bonds to find the most 
advantageous investment, with the effective rate of interest as basis. 


It shows the method of obtaining the exact yield on investments for any rate of interest 
7nd for eny number of periods of time, not only for bonds redeemable at par as the yield 
books show, but also for bonds redeemable at a premium or with prizes and also bonds 
redeemable by drawings. 


Shows the method of constructing the charts for lo2ns arithmetical as well as geometrical. 

This is the book you need every business day. 

Limited edition 1000 copies numbered 

600 pages 814, x 11 Full morocco binding 
Price $50.00 net. 


Descriptive circular on request. 


The Eastern Underwriter 86 Fulton Street, New York 
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Specific Insurance 
Versus Continuous 
Marine Coverage 


By J. McMILLAN HAMILTON, President of Hamilton & Wade, Inc. 


J. McMillan TIlamitton, president of 
Hamilton & Wade, insurance brokers of 
1 Liberty Street, spoke recently in 
New York before the annual convention 
of the American Manufacturers Export 
Association on the subject of marine in- 
surance coverage. The main point he 
stressed was that to a sure full and con- 
tinuous protection on shipments through 
all stages of the journey, shippers should 
arrange with underwriters for liberal 
policies. Failure to secure such protec: 
tion often brings shippers into bad rela- 
tions with their banks. Parts of Mr. 
Hamilton’s address are given herewith: 

On goods taken into the owner’s or 
forwarding agent’s warehouses it is 
quite customary that the shipper ig- 
nores the fact that the goods’ are out 
of “in due course of transit,” or if he 
does insure, to take out specific insur- 
ance under another set of policies 
while they are so interrupted. In a 
similar manner with goods still at the 
risk of the discounting bank, at des- 
tination, and with the marine insur- 
ance cover under which they have 
gone forward lapsed, notice of this 
must come to the shipper through a 
chain of banks and his instructions 
for insuring be returned in like man. 
ner, after which the insurance he de- 
sires has to be placed, and there is 
apt to be a lapse of coverage when the 
goods are without any insurance pro- 
tection. 

If a loss occurs under such condi- 
tions it falls on the discounting banks 
and comes back on the shipper. The 
banks rightly take the stand that they 
are not in the insurance business and 
will not tuke the responsibility for the 
adequacy of insurance offered or the 
solvency of insurance companies. They 
also deny responsibility for errors on 
the part of their correspondents to 
whom they have transmitted the As- 
sured’s instructions as to coverage de- 
sired on rejected goods or their inabil- 
ity to secure desired insurance pro- 
tection. The responsibility for cover- 
age is on the shipper, and sound busi- 
ness dictates that he should arrange 
in advance, as far as possible, for con- 
tingenciss which may arise. 

Disadvantages of Specific Coverag? 

Among the disadvantages of placing 
specific insurance at different points 
of the adventure are that while the 
marine policy is based on an agreed 
valuation determined in advance of 
shipment, in the case of the fire in- 
surance policy in particular, the meth- 
od of valuation after a loss is deter- 
mined by the cost to replace, less de- 
Preciation. Also, in case theft, break- 
age or other similar hazards are 
covered, unless the goods are kept un- 
der one continuous policy, should a 
loss from these causes become evi- 
dent at destination, the burden of 
Proof as to just where and when this 
damage took place is upon the assur- 
ed. All things point therefore to the 
desirability where possible of keeping 
the goods covered under the marine 
Policy on which they have gone for 
ward, while the original transaction 
is open or the discounting bank or 
shipper is still at risk. 

_The basis of a contract is considera- 
tion. Insurance contracts which agree 
to automatically cover all extraordi- 
nary contingencies as they arise, in 
Consideration of the assured agreeing 
in due course to report the circum- 
stances and duration of the risk and 


to pay a premium, have not worked 
out to the satisfaction of either the 
underwriters or the assureds. 

The underwriters have found that 
owing to carelessness or to the inabil- 
ity of the assured to obtain details af- 
ter the incident is closed, the only 
premiums they receive are on those 
shipments where there are losses. The 
shipper has found that on presenting 
the claim he is asked to show that he 
has performed his part of the contract 
on previous shipments—otherwise ‘he 
cannot show that the underwriters 
would have received consideration for 
assuming the risk had there been no 
loss and the contract or policy is void 
and not enforceable. 

New Policy Endorsements 

For an export business, particularly 
with large values for individual ship- 
ments, a plan which, if available, 
would give the desired continuity of 
coverage, would have substantially the 
following endorsements 

A.—The underwriters agree to auto- 
matically hold the goods covered dur- 
ing delays in transit not exceeding 
....days, and on notice prior to expi- 


ration of such....days, for further per- 
iods at premium to be arranged, which 
the assured agrees to pay. 

B.—The underwriters agree to hold 
goods covered during interruptions of 
the ‘in due course of transit’ by the 
assured or his agents, or after arrival 
providing the assured is still at risk 
and during the return voyage if any, 
and the assured agrees to pay a pre- 
mium thereon at a rate to be arranged. 
No risk is binding under this para- 
graph until notice has been given to 
the underwriters of the beginning of 
liability. 

With such a policy secured, forward- 
ing agents handling the work of the 
shipper could be notified of the ar 
rangements and of whom to notify as 
to the details of coverage desired, 
and there could be included in the set 
of documents furnished to the bank a 
slip, to be attached to the insurance 
certificate, similar to the “No protest 
detach before presenting” slip attach- 
ed to drafts, giving instructions for 
notifying the insurance companies 
should extensions of coverage be de 
sired. 

It is only fair to state 
of the sound marine underwriters be 
lieve that any material extensions of 
the marine coverage after the voyage 


that many 


has terminated and the goods have 
been warehoused is beyond their pro- 
vince. Nevertheless, expressing our 
wants in definite terms is one step 
toward securing them. 

There is but one thing I have to 
add—in trying to secure a_ broader 


coverage or cheaper coverage do not 
accept underwriters until you know all 
about their methods of settlement and 
their probable ability to ‘pay. Your 
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credit department should be more 
thorough in the investigation of a com- 
pany through whom all your ship- 
ments pass than on any one customer. 
Of course this is axiomatic, and it 
sounds childish to have to say it. How- 
ever, had this been carefully kept in 
mind by shippers for the past five 
years there are many ex-exporters who 
would still be exporters, and export- 
ers who would find more of a personal 
application in the word Welcome” 
on the doormat of their bank. 





AGENT’S DUTY TO PUBLIC 





Bender Shows That Duty Goes Beyond 
Mere Collection of Premiums; 
Duty To Company, Also 


C. M. Bender, of Towanda, Pa., gave 
a short talk before the Wilkes Barre 
convention last week of the Pennsyl- 
vania Association of Insurance Agents 
on the subject of the relation of the 
agent to the public. Part of Mr. Bend- 
er’s talk follows: 

“Unselfishness is another name that 
stands for the proper relationship be 
tween the Agent and the Public. 

“Our relationship to the publie is not 
changed when we take upon ourselves 
the duty of insurance agent, that that 
duty is very much increased and in- 
tensified. 

“No company and no insurance agent 
has any right to exist as such, except 
as they serve the public. There is, 
however, a malicious idea altogether 
too prevalent among supposedly honest 
people, viz: that in case of a loss it 
is perfectly proper for the assured to 
do everything he can to get more than 
the loss. 

“A good business man once said to 
me, in speaking to one of my com- 
petitors, ‘When he has a loss, he al- 
ways acts as though he had to pay the 
loss out of his own pocket.’ I consid- 
er this, at least, half a compliment for 
he has no right to act otherwise, but 
of course he must also treat the as- 
sured as though he himself sustained 
the loss; he must be honest with both 
company and the assured. 

“I regret that there are so-called in- 
surance agents who think they are giv 
ing proper service when they steal 
from the company and give to the as- 
sured. 

“This is not service but is 
violation of the 
Shalt not Steal’.” 


a direct 
Commandment, ‘Thou 





MUST FACE JURY TRIAL 

Abraham Miller, Joseph  Bielitzky 
and Harry Pasternack, accused of fir- 
ing the storage warehouse in Philadel- 
phia, located 1020 and 1022 North Am- 
erican Street, on October 4, 1922, who 
were held by the Coroner’s jury last 
April as being responsible for the 
death of four firemen and were later 
indicted by the Grand Jury for mur- 
der, will have to face a jury trial. 

Judge Stern in the Philadelphia 
Court of Quarter Sessions on Friday, 


October 26, in refusing to quash the 
murder indictment said: “When a man 
deliberately sets fire to a_ building, 


having in mind the likely consequenc- 


es of his act, a jury and not a 
judge should pass on the facts and 
determine whether or not a.murder 
has been committed. It is time, how- 


ever, we have a decision in our courts 
on such cases.” 
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International Aspect 
Of Verband Meeting 


AS VIEWED BY AXEL GERFALK 


Successful Attempt to Get Away From 


Accusation of German Dominance 
of the Association 


An 
ting in 


editorial analysis of the 
Salzburg, Austria, 
International Marine Insurance Union, 
composed of delegates from nearly all 
the continental European countries, 
has been prepared by Axel Gerfalk, 
prominent Scandinavian writer, for 
“The Scandinavian Weekly.” His im 
pre the meeting and its lead 
ing characters are given herewith 
“The general meeting of the Inter 
nationaler ‘Transport Versicherungs 
‘Verband,’ held last week at Salzburg, 


recent 
of the 


Tne 


ssions ol 


was of a more international character 
than any of the meetings held since 
the war. This was, we feel sure, due 
to the fact that it had been decided 
to hold the meeting outside of Ger 
many. Anyhow, the majority of the 80 
or more delegates were non-German 
members of the ‘Verband, altogether 
sixteen nations being represented 
With the exception of France and Bel 
gium, all the Entente nations were 
represented on this occasion, and we 
take this as a good omen for. the 
healthy future of this great associa 
tion 

‘As already mentioned in our last 
issue, the chief event of the meeting 
which was held under the chairman 
ship of the popular Danish insurer, 
Christian With, was the election” of 
new president of the ‘Verband.’ It 
wis expected that there would be 
some opposition against electing a 
non-German president, even if the 
candidate for the presidentship was 
so generally esteemed and liked as 
Axel Rinman. But the proposal was 
received with great enthusiasm by 


everybody present, and Rinman was 
clected unanimously. As we have al 
ready said, no better man could have 
been found for that position. 

“Ags vice-presidents the following 
were elected: Dr Ott, of Neuehatel 
Oise: Jan Ter Meulen, Nederlandisch 
Llovd, and Hanse Duncker, of Ham 
bure. a son of the former president 
of the ‘Verband’; general director, A. 


the venial 
Insurance 
member of 


Krause, 
Marine 


as a 


Henrik 
Finska 
elected 


Duncker 
manager of 
was 
board 

Meeting Not a Fune al 

“A great many members of the ‘Ver 
band,’ came to this year’s general meet 
ing feeling pretty well in the mood for 
attending a funeral, thinking that it 
would be impossible to keep alive an 
association that could thrive on = in 
ternational co-operation only. But the 
‘impossible’ happened; seldom has the 


Co., also 


the 


general meeting of the ‘Verband’ pas- 
sed off in a better and more cheer 
ful spirit, and the pessimists have re 
turned home wiser and gladder. 

“At the banquet following the gen- 
eral meeting Mr. Rinman proposed the 
toast of the retiring presidemt and 
that of Dr. Bruders, the learned and 
distinguished secretary general, and 
Miss Frenzl, the versatile lady-man 


ager of the ‘Verband.’ The election of 
new presidents not synchronize 
with any personal change in the man- 
agement of the ‘Verband.’ This is a 
good thing, indeed, because it would 
practically be impossible to replace 
Miss Frenzl, who is little short of a 
marvel. The way she manages things 
often makes men wonder whether it 
is quite proper for a lady to be as 
clever as all that! 

“In this column we 


does 


have often ad- 


Four Southern States 
Have Auto Title Laws 





- REPORT OF DETECTIVE BUREAU 





Increase in Number of Cars Recovered; 
Many Arrests and Convictions; 
Thefts Jump 


Interest in the annual meeting of the 
Southern Automobile Underwriters 
Conference at Atlanta always centers 
in the report of Claude Patterson, sec- 
retary, and also manager of the South- 
ern division of the Automobile Under- 
writers’ Detective Bureau. Mr. Patter 
son invariably gives an exhaustive an- 
ulysis of theft conditions in the South, 
his report showing just to what extent 
auto thieves are being battled success 
fully below the Mason and Dixon line. 

During the twelve months ending Sep 
tember 30 of this year the Detective 
Bureau has recovered more cars than 
ever before. Florida, North Carolina 
und Alabama this year have adopted 
registration of title laws. During the 
coming year, according to Mr. Patter 
son, it is expected that four more south- 
ern states will pass such laws. In New 
York State early this year such = a 
measure Was introduced, was favor 
ably viewed for several weeks, but died 
with the adjournment of the = legisla- 
ture. The Southern Conference be 
spoke its faith in such a law by grant 
ing a 10% reduction in theft rates im- 
mediately in each state where the law 
was adopted. 

The Bureau recovered 390 cars dur 
ing the twelve months mentioned above. 
Of these 267 were Fords and the others 
distributed over twenty-six makes. Last 
year sixty Fords were recovered and 
ninety-seven of other makes. The tre 
mendous increase in recovery of Fords 


is explained by the discovery by the 
Bureau of the method for concealing 
motor numbers. The value of the re 
covered cars totaled $166,750. Arrests 
vocated the desirability of removing 
anyhow for some time, the offices of 


the ‘Verband’ to some 
try. This suggestion must in no way 
be taken as a slight towards Germany 
or German insurance—it is not meant 
to be so--on the contrary, we are the 
first to admit that we, like the rest of 
the world, are greatly indebted to Ger 
many and still have much to learn 
from her as far as insurance goes, Tt 


neutral coun 


Was put forward to ease the way for 
resumption of international coopera 
tion. We are glad to learn that the 
leaders of the ‘Verband’ are contem 


plating a reform of this nature, though 
It may not be carried through = for 
some time to come for financial reas 
ons.” 
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for automobile stealing equalled 258; 
convictions 171; awaiting trial 66; fined 
11; acquitted 13. The average jail sen 
tence was two and one-half years. 
Total thefts in the Southern territory 
from October 1, 1921, to September 30, 
1922, were 1,985. During the following 
twelve months the thefts reached the 
total of 2,721. Ford cars show an in 
crease in thefts for the -last twelve 
months of 59%; 1,102 in 1922 as against 
1,734 in 1923. Nearly 550 cars were 
stolen in Atlanta, with New Orleans, 
Jacksonville and Tampa following in 
the order named. However, New Or- 
leans had only 172 reported thefts. 
Classified by states Georgia leads 
with S92 thefts; Florida next with 688; 


and Louisiana third with 267. Classi 
fied by makes the Buick came second 
with 159 thefts; the Dodge was third 
with 95; Hudson fourth with SS; and 
Studebaker fifth with 59. 

In order to check the matter of whe- 
ther bootlegging cars are stolen cars, 
the Bureau checked during the last 


year cars seized for hauling whiskey as 
follows: Total, 373 cars; stolen cars, 
only one. 


Officers for the ensuing year were 
the same as last year and are as fol 
lows: President, J. H. Hopkins; vice- 


president, S. Y. Tupper, Jr.; 
NK. M. Ransom; 
terson. 


treasurer, 
secretary, Claude Pat 





McCOMB AT MARINE CONGRESS 


Makes Report Today of Marine Insur 
ance Committee; Exposition at 
Grand Central Palace 





The American Marine Congress, 
Which has been meeting this week at 
the Waldorf-Astorfa THlotel, has only 


one session when the subject of marine 
insurance will be officially brought for- 
ward. This morning the Marine Insur 
ance and Classification Committee, of 
which Samuel D. McComb, manager of 
the Marine Office of America, is chair 
man, will make its report. Others on 
the committee inelude Charles — FE. 
Mather, Mather & (Co., Philadelphia; 
Capt. C. A. McAllister of the American 
sSureau of Shipping; J. KK. Mathews, 
San Francisco, and Frank Gair Macom- 
her, Boston. 

In conjunction with the Marine Con 
gress the Third Annual Marine Exposi 
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held daily this week 4 
the Grand Central Palace. About 16) 
companies are having exhibits there 
The Congress is an organization of com 
panies connected directly or indirectly 
with shipping, banded together for th 
common purpose of increasing — the 
streneth and prestige. of the Americap 
merchant marine. 


tion is being 





W. H. MC GEE GETS THE SUN 

That the tendency in marine insur 
ance circles to concentrate Companies 
into a few ‘large offices instead of 
spreading them singly over the market 
is growing stronger is borne out by th 


uppointment last week by the Sun Ip. 
surance Office of London of Wm. H 
McGee & Co., as marine insurance 


agents here, and also by the entrance 
of the Merchants & Shippers into Ap 
pleton & Cox. The Sun, one. of. the 
nies in the world, being founded in 1710 
oldest tire and marine writing compa: 
has chosen as its marine representative 
one of the most prominent American 
underwriting agencies. It writes fire 
and marine insurance in all parts of the 
world. 

It is understood that more than one 
marine office was angling for the Sun 
appointment but Mr. McGee and his as- 
sociates were the fortunate contenders. 





CLAYTON PLATT DEAD 
Clayton Platt, one of the 
the marine underwriters in New 
died Thursday last week at the age ol 
seventy-two. The funeral was held on 
saturday afternoon. Mr, Platt retired 
from active business on January 1 of 
the current year after forty-nine years’ 


service with the firm now known 4s 
Platt, Fuller & Co., marine general 
agents of the Insurance Company. of 
North America and of several other 
companies, 

Mr. Platt was the son of Charles 


Platt, a former president of that com- 
pany, and in 1878, when he was twen- 
ty-one years old, he came to New York 
from Philadelphia and joined the staff 
of Catlin & Satterthwaite, marine 
agents of the company, In 1880 he be 
came a member of that firm, which af 


fer several changes in name and _ per 
sopnel, became Platt, Fuller & Co, in 
1919. 





GERMAN LLOYD’S INQUIRY 
There has been extensive inquiry re 
cently at Lloyd’s by German interests 


regarding riot and civil commotion 
cover in that country, the quotation 


given being 10s per cent for approved 
private dwellings, and double that pre- 
mium for goods in warehouses. Retail 
shops and the risk of confiscation by 
usurped or other power have been Tig 
orously eliminated. 





O’BEIRNE A VISITOR 
EK. N. O’Beirne, manager of the South. 
ern Department of the Automobile In 
surance Company of Hartford, at At- 
lonta, Ga., was a visitor in New York 
and Hartford last week. 





Thomas & Bash, Ine., will conduct 4 
general brokerage, realty, and insut- 
ance business in New York City with 
a capital of $5,000. 
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ust What U.S. F. & G. 
Told Agents About Dogs 


WHY RATE WAS REDUCED 





What Reduction Amounts to and Copy 
of Endorsement; An Interesting 
Review 


Here is the United States F. & G.’s 
own explanation of the watchdog as a 
burglary alarm, together with informa- 
tion relative to rate reduction and en- 
dorsement, as given to agents in its 
issue of “Pathfinder,” a U. S. FE. & G. 
publication: 

We have observed from long. experi- 
ence that many attempted burglaries 
are frustrated by the alert watch dog 
arousing the household and that many 
attempts at theft or larceny’ are 
thwarted by the faithful house dog giv- 
ing the alarm or frightening away some 
itinerant sneak thief. 

Admitting the value of the dog as a 
“purglary alarm” and as a protection to 
property against thievery, we now pro- 
pose to apply our “Merit Rating” plan 
to residence burglary theft and larceny 
insurance for householders who keep 
and maintain a dog on the premises. 

No one can deny the fact that the 
alert intelligent dog kept and main- 
tained on residential premises is a valu- 
able safeguard to life and property. 

We are protecting millions of dollars 
worth of property against loss by rea 
son of burglary, theft and larceny, and 
are annually paying enormous sums in 
losses sustained through the activities 
not only of professional crooks, but 
those casual thieves, large in number, 
who apparently steal whenever oppor- 
tunity comes their way. 

Every thief, however, dreads a dog. 
They may circumvent the policeman, 
dodge the caretaker, janitor or watch- 
man, and some by the cunning use of 
clever tools render useless the ingen- 
ious inventions of the locksmith, but as 
has often been proved they find it far 
more difficult to get by the trained 
ear of the faithful, loyal, unsleeping 
watch dog. 

Prudent People 

While all prudent people believe in 
carrying adequate burglary insurance, 
which serves to replace the cost of 
stolen property and gives, at all times, 
a definite feeling of security we com- 
mend the dog as an added measure of 
protection against thieves, and while 
an insurance policy will replace values, 
it manifestly cannot do away with the 
fear, anxiety and dread of a nocturnal 
visit by burglars, and, as sometimes, 
happens the attendant loss of life and 
serious injury. 

New application forms for Residence 
Burglary Theft and Larceny insurance 
when issued will provide for a state- 
ment as to whether or not a dog is, 
and will be kept, on the premises. 

Meanwhile this information should be 
supplied on the present form of appli- 
cation in the small blank space above 
the name of the assured and in all cases 
where the special endorsement is used 
ii should be noted on the application 
and copy of endorsement attached to 
daily report forwarded to the home 
Office, 

Reduction in Rate Where a Dog is Kept on 

the Premises 

Where the assured is known to 
dog on the premises and is willing to have 
the following endorsement attached to Resi 
dence Burglary Theft and Larceny Policy, a 
discount from regular rates may be allowed 
as follows: 

rivate  residence—detached 10% ; 
Tesidence—in city blocks, 10%; private resi 
houses, 10%; private 


keep a 


private 


dence—two family resi- 
ence—apartment houses or flats containing not 
over 6 separate apartments, 5%; private resi- 
dence—apartment houses, flats, or other build- 
gs containing more than 6 separate apart- 
ments, no discount. 

hese special discounts are effective from 
October 1, 1923, (except in New York State) 


(Continued on page 30) 


How Town Received 
News of Dog Discount 


EMOTIONS DEEP BUT VARIED 





U.S. F. & G. Offer Praised By Police; 
Underwriters Talk Cynically of 
Press Agentry and Rate Cutting 


The United States Fidelity & Guar- 
anty dog ad was received with mixed 
emotions by the people in New York. 
A reporter for The Eastern Underwrit- 
er saw a large variety of 
here their observations: 
No. 1: Another 
Scofield Rowe. 


people and 
are some of 

Underwriter 
idea of J. 


clever 
Do you re 


member his bumper discount and his 
fire alarm proposition? 
Insurance Company President No. 


1: Nothing but a cut rate scheme. 
Insurance Company President No. 2: 


They say that Morris Gest, who 
brought over Duse, the Moscow Art 
Theatre, and Chauve. Souris, is the 
best press agent in America. How- 
ever, I now nominate J. Scofield Rowe 
for the honor. 

A lady living in a Riverside Drive 
apartment who wears a dinner gown 


in the daytime: My little Nicky Panky 
Poo has scared off many burglars. He 
is the finest watch dog that ever liv 
ed, when he is not sleeping. Don’t you 
think his new pink ribbon is cute? 

Underwriter No. 2: I think we all 
should give the United States Fidelity 
& Guaranty a gold medal. This dog 
scheme stimulates interest in burglary 
insurance and will help popularize it. 

Official at Police Headquarters: A 
dog is a real protection. It is watchful 
and barks and the average burglar will 
not enter an apartment if he hears a 
dog or knows there is one near. 


Owner of Dog Store: The idea is 
good, but a careful selection of the 
breed of dogs should be made. All 


dogs are naturally inclined to bark but 
can be trained not to. A dog 
danger if fairly intelligent but 

dogs, such as Pekingese and 
Spaniels are worthless as watch 
A bulldog is all right after the bur 
glar gets into the house but is not 
much of a barker. The best watchdogs 
are Airedales, collies, fox terriers and 
police dogs. Yes, we have no increas- 


senses 
the tov 
Ruby 
dogs. 


ed orders in the the last week or so 
for dogs. 
Big Real Estate Concern specializ 


ing in apartment houses: Dogs are al 
lowed in most apartments but they are 
generally small ones. The dog. dis 
count insurance idea is a good one, but 
whether a press agent stunt or on the 
level we do not know nor would we be 
interested unless it means the pur- 
chase of a large number of dogs by 
New Yorkers. 

Underwriter No. 38, who is also 
breeder of dogs: A dog is much better 
than an electric alarm because there 
are no wires to cut. If discounts are 
given at all they should be classified 
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by the breed of the dog. Dogs can be 
poisoned and in the case of a discount 
for dogs, there should be a_ provision 
that if the dog is not in the house at 
the time the burglary is committed, or 
is dead, the discount should be deduet 
ed from the loss. If the idea is all 
right for residence, why not for fac 
tories? A dog at a factory could cov 
er more ground and at a quicker pace 
and is more alert than a dog in a 
house. 

R. H. Towner and J. S. 
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JOIN STANDARD ACCIDENT 

Gilbert Hildebrandt and John P. 
Hacker, of the Fidelity & Deposit, at 
Baltimore, have gone with the Standard 
Accident, of Detroit. Mr. Hildebrandt 
was assistant to Paul L. Wellener, vice 
president of the F. & D. and will take 
charge of the burglary department of 
the Standard. Mr. Hacker was an ad- 
juster in the claims department of the 
F. & D. and becomes assistant manager 
of the burglary department of the 
Standard. 


METROPOLITAN APPOINTMENTS 
The Metropolitan Casualty has ap 
pointed Elmer S. Tiger as superintend 
ent of the accident and health depart 
ment at the New York office. Mr. 
Tiger commenced his insurance career 
with the Aetna Life in 1916, later be 
coming identified with the United 
States Fidelity & Guaranty which com 
pany he is leaving. The Metropolitan 
also announces the appointment of 
Poor & Alexander, of Baltimore, as gen 
eral agents for all lines. 
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Towner Began Writing 
His Book 8 Years Ago 


ALWAYS STUDENT OF HISTORY 
Worked Every Saturday Afternoon, 
Sundays and Holidays on His 
“Philosophy of Civilization” 

The appearance in the bookstores of 
two volumes “The Philosophy of 
published by G. P. Put 
nam’s Sons, and written by R. H. Tow- 
ner, of the Bureau, 
New York, has stirred up so much dis 


on 
Civilization,’ 


Towner Rating 


cussion among insurance men with a 
literary or philosophical or historical 


bent that requests have come to The 
Kastern Underwriter as to the circum 
stances under which these very inter 
esting volumes were written. He be 
gan work on the volumes eight years 
ago; and this week, in response to an 


inquiry, he told The Eastern Under- 
writer how he came to write them. His 
story follows: 

“In May, 1887, when I was seventeen 


years old, the Century Magazine con- 
tained an article on the Pharaohs of 
the Exodus. Their Tombs had then 
been recently discovered and the ar 
ticle was illustrated with woodcuts 
showing the faces of the Pharaohs 


themselves; and, also, of the ordinary 
type of Exyptian fellaheen of the same 
period. It was evident that the dif- 
ferences between these were as old as 
civilization; that it was a difference of 
nervous organization; that the higher 
nervous organizations were always 
fewer than the lower; and that the po- 
sitions of the Pharaohs and the fella- 
heen are never reversed—i. e., the 
higher nervous organization although 


fewer in numbers always dominates 
the lower, and this relation tends to 
repeat itself throughout all history 


“This was practically the beginning 
of my thinking on the Philosophy of 
Civilization. In all mv reading ever 
since, I was seeking for the factor in 
human life that tends always towird 
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the same differentiation, creating a 
minority of higher nervous organiza 
tions, with a few geniuses, and a greut 
multitude of lower nervous organiza 
tions 't was evident that this factor 
was not sexual prowess; this always 
tends only toward the multiplication 
of lower nervous organizations, as we 
see in the marine and insect worlds 
It must, on the contrary, be a factor 
which effectively offsets sexual prow 
ess, and, therefore, , yield beings of 
higher nervous organization, but few 
er in numbers. At the outset, like 
most others, I thought only in terms of 
male and among men sexual prowe 

tends to become standardized When, 
however, I learned through medical 


books of the difference between wo 
men, it was quite evident that in in 
dissolubl monogamonu the 
fecundity of the wife is not 
proportioned to prowess or 


exual desires ult simply 


marriage 
obedient 
her sexual 
but is the reg 


of her religious union to her husband 
Always Read A Lot 
“Ever since boyhood I have been a 


large reader and have remembered a 
good deal of what TI read When [ hit 
upon the true factor which causes the 
rise of civilization it was comparativ: 
lv easy for me, upon reflecting on the 
histories of past civilizatior to ee 
that the ame factor was found (as 
would be expected) in all of them I 
hegan dictating the Philo phy im 1915 
and finished in 1922, although the pub 
lishers rejected the first preface and 
I wrote a new one in May, 1923. Seme 
of th foot-note were also added in 
this vear All mv Saturday afternoons 
Sunday ind holiday were devoted to 
the Philosophy, except when I was 
away, 

“During the progress of the work 
I read various new publications that 
were pertinent to the subject matter, 
but it was not necessary to do much 
new reading of the standard histories 
because I already knew them. They 
had to be reread enough to discover 


the passages ] 
principal thing 
writing the 
res ponde nce 
its of a 
from 


wanted for citation. The 
that IT learned while 
was the exact cor 
hetween the drinking hab 
proletariat and its immunity 
plague. This was a gurprising 
and pleasing discovery. 

“There can be no 
correctness 


be rk 


doubt as to the 
of the principles which are 
followed in the Philosophy. Actuaries, 
underwriters and others, who deal with 
problems of insurance rates are famil- 
iar with the faet that on large groups 
a standard of experience will be ob 
tained which enables them to compute 
a small premium for each unit which 
will pay the losses sustained by the 
group sy separating their risks into 
reasonably homogeneous groups” they 
can also discover by analysis the fae 
tors creating and not only mod 
ify these but -by observing 
changes in them can anticipate changes 
in the experience of the group. T have 
been dealing in this way with the prob- 
lems of Fidelity and Surety Underwrit 


losses, 


factors, 


ing for fourteen years, and the sue 
cess of the Towner Rating Bureau has 
been due to the accuracy with which 


[ have been able to estimate and expect 


changes in experience. I see first the 


change in the factor; but fidelity and 
surety experience takes, ordinarily, two 
or three years,to mature, so that in- 


stead of waiting 


perience, in 


for the 
order to 


figures of ex- 
eatch up with 
them by changing rates, I change the 
rate first and let the experience after 
ward catch up to the rate. 


Presents Facts; Not Conclusions 


“The problem of civilization was more 
complex, but not essentially different 
from the problems with which under 
writers are familiar. There was the 
great advantage of a large number of 
completed groups, i. e., of civilizations 
which had risen, flourished and decay- 
ed. Reading had made me familiar 
with their histories, and study showed 
the same factors repeating themselves 


in each. After the discovery of these 
factors all that was necessary to fin- 
h the book was industry, and that I 


‘ prepared to give. 
“Vou will notice that the philosophy 


does not advocate anything and does 
not present arguments for or against 
anything. It recites the evidence dis- 


cernible in the various groups of rising 
und declining civilizations; and it com 
putes the effect of the factors there 
discovered. The problem is purely one 
of mathematics and the solution of a 
problem of numbers is not reached by 
argument or debate, but by computa- 
The Philosophy of Civilization 
is from beginning to end simply a com- 
putation of the effect of different fae 
tors upon human groups.” 


ton. 


BRANIFF EDITORIALIZES IN BUL- 
LETIN TO AGENTS 

Thomas KE. Braniff, of Oklahoma City, 
turned his October 3 agency bulletin 
into an editorial sheet and commented 
on the recent election in Oklahoma and 
iso the controversy between the West 
ern Union and Western Insurance Bu 
reau; and then wound up with some 
philosophy directly affecting the pro 
duction force. What he says is worth 
repeating: 

“The Oklahoma election is over, and 
in spite of predictions of rioting and 
bloodshed it passed off as quietly and 
orderly as the trial of a private citizen 
held under the customary procedure of 
a court of law. The issues were clear 
cut, the facts had heen argued out 
throngh the newspapers of the country 
n such a way that none could fail to 
definite conclusion as to the 
merits of the case. The great jury of 
the people, in spite of interference, 
threats and intimidation, has rendered 
its verdict by a majority so overwhelm- 
ing that none can doubt their feelings. 
The intensity of sentiment among the 
people of this state has been matched 
by an extraordinary interest throughout 
the country in the issues of this con- 
troversy. May it ever redound to the 
credit of the people of Oklahoma that 


in the face of the utmost provocation 
they have justified their claims to be- 
ing a peaceful, law-abiding community. 

“Another controversy of particular 
interest to the insurance fraternity now 
lcoms upon the horizon. It is the abro- 
gation of the Conference Agreement be- 
tween the Union and the Bureau. The 
operation of this Conference Agreement 
has unquestionably had a wholesome ef- 
fect upon the fire insurance business, 
It gradually cured many old sores 
brought about by unrestricted compe- 
tition between two sets of companies, 
essentially the same in every important 
interest, but differing slightly in the 
terms of their contracts with agents. 
This agreement established a code of 
honor, which on the whole, has been 
well observed and has engendered 
greater cordiality among the agents, 
the field men and the company officials. 
Put most of all it has enabled the com- 
panies and their representatives to 
present a united front to the public. 
This has greatly enhanced the public 
respect for the fire insurance business, 
for the people have only contempt for 
a business which shows by pettiness 
and internal strife that it does not pos- 
sess the strength of character and the 


disposition to get along in its own 
family. 
“Some folks can’t stand to work un- 


der rules. They chafe under restraint. 
Their natures demand an open field and 
no quarter. They deny the virtue of 
forbearance, particularly to a weaker 
tribe, and consider that poison gas is 
justifiable if it will annihilate’ the 
enemy. Then when the enemy retal- 
iates in kind, hell breaks loose. 

“The agent is the private in the ranks 
in all these controversies. He fights 
the battles, suffers most of the casual- 
ties, and when it is all over and a 
patched-up peace is again declared, he 
takes stock of his lost prestige, his 
damaged goods, and his lost friendships. 
and wonders why he fought and what 
it was all about. I hope it won’t come 
to that, but history does have a dis- 
agreeable way of repeating itself.” 
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What is Total And 
Permanent Disability? 
DETERMINATION 





DIFFICULT 


Not Always Possible to Reduce Deg. 
sions to Definite Formula in 
Accident Policies 


In view of the variations in the pro. 
visions of accident DOlicies 
and in the circumstances of the ind. 


insurance 


vidual cases, it is impossible to reduce 
to a definite formula the decisions ag 
to what 


constitutes total and continu. 
ous disability within the meaning of 
such policies, says “Case and Com. 


ment.” Tho weight of authority seems 
to support the view that it is not nee. 
essary that the shall render 
the insured absolutely helpless; but 
that such a disability as renders him 
unable to perform the substantial and 
material acts of his business or occu. 


accident 


pation in the usual and customary way 
is sufficient to entitle him to 
under the policy. The view is taken 
that there is a total 
disability if the insured’s injuries are 
such that common care and_ prudence 
require him to desist from his business 
in order to effectuate a cure. 

A few 


recover 


in some cases 


cases have considered the 
question in its relation to members of 
the legal profession. 

The insured was held to be “totally 
disabled” in Fidelity & Casualty v. Lo- 
gan, 191 Ky. 92, 229 S. W. 104, where it 
appeared that he was a lawyer who de- 
voted most of his time to his coal and 
timber interests, and that shortly after 
an injury he was obliged to resign 
from the draft board; that he was able 
to do much less than one third of his 
usual work; that care and_ prudence 
required him to desist from transact- 
ing his usual business, although he 
wus able to write or dictate letters oc: 
casionally, and to visit his oflice at 
times, and to go to some of his prop: 
erties. Likewise the insured was held 
in Hefner v. F. & C. to be totally dis- 
abled within the meaning of a provi: 
sion for indemnity in case the insured 
was totally and wholly disabled from 
performing any and every kind of duty 
pertaming to his occupation, where 
the evidence showed in substance that 
he was a lawyer, and was not prevent: 
ed by the accident from performing 
al} the duties of his profession, but 
was unable to perform many of the 
duties incident thereto, among which 
were work in the library, and taking 
charge of and conducting lengthy cas- 
es in court. 

But in United States Mut. 
so. v. Millard, 43 Ill. App. 148, there 
was held to be no liability under 4 
policy providing for indemnity for loss 
of time resulting from bodily injuries 
which “shall immediately, wholly, and 
continuously disable from the transac 
tion of any ard every kind of business 
pertaining to his profession as an at- 
torney at law,” where the injury did 
not wholly and continuously disable 
the insured attorney from the trans 
action of any kind of business pertain 
ing to his profession, although the it 


Acci, As 


jury prevented the use of his hand 
for twenty-six weeks, and he suffered 
pain and could not write, but attend 


ed his office, advised clients, accepted 
employment, and commenced suits. 





HALL WRITES ARTICLE 
T. I. Hall, of the Eastern surety de 
partment of the Continental Casualty, 
had an interesting story in that com- 
pany’s home office publication recently 
entitled, “The Romance of the Surety 
Business.” 
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Commercial Issues 
New A. & H. Form 


CONTAINING MANY FEATURES 
Single and Double Indemnity Provided; 


With or Without Waiting 
Period 

The Commercial Casualty, of Newark, 
has issued a new policy called the “U1- 
timate Disability Policy,” providing for 
loss of life, limb, sight, speech, hearing 
or for disability by accidental bodily in- 
jury and for loss of sight, speech, hear- 
ing, use of limb, or for disability caused 
The clauses contained in 
the policy provide: Covering for any 
injury; 


by sickness. 
accidental bodily disability be- 
fore or two weeks after accident; dou- 
ple indemnity from private motor car 
accidents; payments from dismémber- 
ment, loss of sight, speech or hearing 
at the option of the insured, and hos- 
pital or nurses fees in addition to sur- 
geon’s fees. 
The table 
indemnities follows: 
INDEMNITIES 


of accident and sickness 









Single Double 
$5,000 Erne OE Eatiicscsdcncctcvesescas $10,000 
Weekly Indemnities 
9600 Total Disability ......secccoess $50.00 

(Unlimited) N 
12.50 Partial Disability ......ccccces $25.00 
(Limit 100 weeks) 

(Weekly Indemnities payable after first weel 
f disability.) 

Single Indemnities bas 
Pavable if the insured is accidentally injured 
t 1 upation, in his home, on the street 
 engaved in any ordinary duties or pleasures 
life 

Double Indemnities 
Payable (1) for private motor car ace dents; 
) while in p e! r ele (3) in or on a 
blic conveyance (including platform steps 
r running board or while boarding or alight- 
¢ therefrom); (4) in a burning building; (5) 
truck by lightnin (6) sequence of col- 
lapse of a building; (7) consequence of explo 
mn, collapse or rupture of steam boiler; (8) 
nseque ne of cyclone or tornado. 

Special Indemnities 
Choking while swallowing, sunstroke, som- 
nambulism, freezing, assault by burglars or 
highwaymen, involuntary or unconscious in- 
lation of s or other poisonous vapor, blood 
poisoning. hydrophobia or septicemia resulting 
from bodily injuries covered in full. 


Identification Indemnity | 
in addition to other indemnities, ex- 
ary to place insured in care of 
latives or friends, up to four weeks’ indem 





Optional Indemnities_ 
insured may elect to receive the sum 
schedule together with weekly 


The 
specified in the 
indemnity to date of loss in lieu of any other 
ndemnity provided in the policy 


SICKNESS INDEMNITIES 


No House Confinement Necessary 
Total Disability 
Week—Limit, 52 Weeks 
after first week of Disability) 
Specific Indemnities 


$25.00 per 
(Payable 


_ Payments are made in addition to weekly 
indemnity for loss by disease 
ACCIDENT AND ILLNESS 

Hospital Indemnities 
50% additional weekly indemnity (in lien 
of Hospital Fees) and Surgeon’s Fees in addi- 
tion, 
‘i Nurse’s Fees 
_% additional weekly indemnity when in a 
hospital, limit 20 weeks, and Surgeon’s Fees 
na Id tion 

Surgeon’s Fees 
Liberal payments for Surgeon’s Fees in ad- 






dition to weekly indemnity and hospital ex 
benses or Nurses’ Fees 
' Identification Indemnity 
P. in addition to other indemnities, ex 
pe s necessary to place insured in care of 


relatic HS 
relatives or friends, up to four 


weeks’ indem- 


nity. 
we - 
Claim settlements every thirty days. 
his policy is also issued covering first seven 
‘ys of disability as well as for i 


elim- 
mation periods. Consult your agent 


rates. 


lonver 


for 





HIGH LIVE STOCK LOSSES 


Receiver For One Company Lists Rea- 
Sons For Hard Sledding in This 
Form of Insurance 


Criticism of the conduct of live-stock 
insurance companies from the view- 
Doint of a layman has been made by 
A.C. Gustafson, receiver for the Farm- 
ets Live-Stock Insurance Company of 
Des Moines, Ia., in a letter sent by him 
to the editor of “The Journal of Insur- 
ance and Financial Statistics.” In re- 


viewing causes for failure in this iine 
of underwriting Mr. Gustafson summar- 
izes his remarks under four headings. 
In the first place he states that many 
live-stock companies are purely the chil- 


dren of professional promoters who 
made ill use of the original invested 
capital. Then he says that these men 


are not experienced in this class of in- 
surance, which is new, and so the com- 
penies work from the outset under a 
severe handicap. 

In the third place, according to Mr. 
Gustafson, the prices of high grade 
horses and cattle have been boosted 
purposely through the scheming action 


of owners for purposes of over-insur- 
ance. Subsequent losses have proved 
the existence of a bad moral hazard. 


Finally, during the financial slump in 
the middle west these insurance compa- 
nies became loaded with notes for pre- 
miums and when losses came they had 


to pay, although they had _ collected 
nothing. Of course the premiums were 
deducted from the losses but that 


availed little to the companies. 


NEWARK A. & H. SCHOOL 


U. S. National Life & Casualty and Na- 
tional Life of U. S. A. To Hold 
Next Session in December 
The United States National Tife & 
Casualty and the casualty 
of the National Life of the U.S. A.. both 
of Chicago, will hold the next session 
of their Accident and Health Insurance 
School in Newark, N. J.. commencing 
December 3. On account of the press- 
ing need for men to immediately de- 
velop new territory, and because of the 
holiday this term of school will 


department 


season 


be for a period of three weeks only. 
The director of the school will he 
W. A. Granville, Ph. D., LL. D., the 


director of the educational departments 


of the above companies, and T. W. 
Leonard, new manager of the Pitts 
burgh District, will serve as assistant 
director. J. J. Krist, eastern manager, 
will also be member of the faculty 


of the school. Harold D. Foster, a grad 
vate of the July school and a university 
trained man, will as registrar and 
business manager well as assist in 
the instruction. A. K, King, who grad 
unted with high honors at the close 
of the last session of the school, will 
have charge of the production end of 
the work. The former plan of devoting 
the forenoons to elass instruction and 
the afternoons and evenings to actual 
canvassing in the Newark field, will be 
followed. 


act 


as 


In addition to the above corps of reg- 
ular teachers, a number of men prom- 
inent in insurance have engaged 
to give lecture courses. One of the two 
chief texthooks used for instruction 
purposes will he the Weekly Life, Acci- 


heen 


dent and Health Manual compiled by 
Dr. Granville and used with such signal 
svecess in the July school. The other, 
now in preparation, is a new Monthly 
and Commercial Accident and Health 


Manual. 


CHECKS REBATING ON BONDS 


William R. Baker, Superintendent of 
Insurance of the State of Kansas, has 


issued a letter to all surety companies 
of the state calling their attention to 
the fact that some surety and fidelity 
bonds have been written at a rate less 
than manual and advises that when- 
ever a surety or fidelity bond is writ- 
ten in Kansas at less than manual it 
will insist that the bond he taken up 
and not be rewritten by the company 
that accepted it at the reduced rate 
even though the agent may be able to 
obtain the business at the proper rate. 





Cc. & S. CLUB BANQUET 

The fourteenth annual banquet of the 
Casualty & Surety Club, of New York, 
will be held at the Waldorf-Astoria on 
Thursday evening, November 15. Job 
FE. Hedges and Almet F. Jenks, recent- 
ly presiding justice of the Appellate 
Division of the Supreme Court in 
3rooklyn, will be the guests of honor. 





| 
| 


CALIBER 


Agencies with extensive business require extensive service. 


Of what caliber should their company be? 


1 Large enough that its facilities shall be ade- 
quate for their requirements. 

2 Broad enough in experience to render a far 
reaching service. 

3 Small enough that its officers may be thor- 
oughly in accord with the agency’s program 
and heartily in sympathy with what they are 
working to accomplish. 


The Continental is large enough to serve big business in all 


Casualty and Surety matters—and small enough to accor¢ 
each representative’s problems personal attention, 


1 


Its official stall is composed largely of men who formerly were 
personal producers. Therefore, they know the agent’s prob- 
lems as only he himself can know them. And their long ex- 


unusually effective. 


Good openings are available in both New England territory 
and the Eastern field for desirable general agency connections. 


Continental Casualty Company 


75 Fulton Street 
New York 


Arthur H. Wright, 
Executive Special 


George K. Yuengling, 
Eastern Manager Surety Dept. 


Representative. 


perience in solving such problems makes Continental service 


























HOME OFFICE: NEW YORK 


CASUALTY INSURANCE 
FIDELITY and SURETY BONDS 


Many of our Insurance Agents and Brokers learn 
about Bonds, and proceed to collect Bond royalties, 
through reading The Royal Indemnity Adviser. It 


contains information and comments on all Lines. 
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Guarantee Payments 
To Injured Workmen 


MAXIMUM DEPOSIT 


Insurance 


$100,000 
New Jersey Department 

Issues Regulations Protecting Em- 

ployes; Text, of Requirements 

The New Jersey Department has is 
sued regulations to protect employes of 
self-insurers and to guarantee them the 
compensation provided under the laws 
of New Jersey which have been amend 
ed. The regulations apply to employers 
who wish to carry their own risks. The 
action was taken to make certain that 
compensation payments be continued to 
injured employes whether their employ 
ers go out of business, die or become 
insolvent. 

The regulations 
partment follow: 

1. The applicant will be 


issued by the De 


required to make 





e exhibit of financial condition, :on 
blank to be furnished by the Department. 
» No certificate will be issued to any co 
cern which doe not maintain a permanent 
lace of busi the St: f New Jersey 
Im the principal 
t tate con 
deration ifem pro 
led (al itisfac 
in questio 
t least two 
ye: uch under 
tal t tan i fixed 
on t Mat 
he ¢ n met 
f Banl er of at 
torne 
Thre hi “aT 
‘ ib hy deposit 
th the mid Tnst 
t f mputed 
follow r produce 
t! la t un 
(a) A minimum amount of $15,000, to whieh 
hall b idded= on inual emium con 
puted at manual rat up h th I) 
part t for ural carries ind) the best 
lal timate f payroll expenditur for 
the calendar year under the proper classifi 
tion of peration ind subject verification 
ind adjustment b the Department; o1 
(bh \ minimum amount of $15000 to which 
hall 1 idded= th product of three thousand 
time the manual rate for the most hazardou 
lassification of operation to be undertaken b 
the applicant 
Ir maximum deposit to be required under 
tl ’ hall be 100.000 
rl kind 1 ecuritte required = for | 
ire uch oa ! vuthorized bb the la { 
N ler { investments of Sa Ban! 
nd Trust Fund { ted State State 
Count Min Woand Railroad lone 
H Phe ipplicant hall annuall report to 
} Department the amounts expended for com 
ype it 1 for medical er ind for the 
vd t i uch ser ‘ eludi the 
Investipation of elaim I Jegal expense ind 
hall 4 ent oan | lual wt of all open 
i hich Ipensation 4 being paid or 
1 ' heer itered whether adjudicated 
or not. tneluding the estimated amount remain 
1 to be paid on each case, and further de 
1 t ith th Department, or in trust as pro 
ided in Section 21 (a) of the Emplovers’ Liab 
ilit Act, in addition to the initial deposit. re 
juired under Item 3, an amount ufficient to 
pay the full cost of claims on which compen 
ition payment have fifty weel or more to 
run from tl late of wh report 


GLASS COST STILL HIGH 

The price. of replacing glass, accord 
ing to an authority has fallen off slight 
ly in the last few months but the 
price is by no means as low as it was 
early in 1922 nor is it’ as low as the 
whole average for that vear. The aver 
age cost of glass furnished and set for 
the first nine months of the year is he 
tween 45 and 50% greater than in 1922. 
These figures apply to New York City 
only. In the country at large there 
has been a slight lowering of price but 
not enough to cause a reduction in 
rates. 

CASUALTY SOCIETY MEETS 

The twenty-first annual meeting of 
the Casualty Actuarial Society is heing 
held at the Hotel Pennsylvania today. 
Some new and interesting papers will 
be read and discussed and lunch will 
be served. There will be the election 
of officers and three members. 





TO INCREASE CAPITAL 
A meeting of the stockholders of the 
Georgia Casualty, of Macon, has been 
called to vote on an increase in capital 
stock to $500.000 with an additional 
surplus of $200,000. 


BROKER REPRESENTS COMPANY 
Appellate Division Upholds Judgment 
Because Broker Acc pts Premium 
For the Company 
The Appellate Division of the New 
York Supreme Court has upheld without 
opmion the judgment of the trial court 
that a broker may be the agent of an 
insurance company for the purpose of 
receiving the premium. The trial judge, 

in his charge, said: 

“There is a question of agency here. 
Was Whittaker (then the broker) the 
agent for the insurance company as 
well as the agent for the insured? It 
is coneeded that Whittaker was the 
agent who took out the policy for the 
insured. Was Whittaker also the agent 
for the insurance company for the pur- 
pose of receiving the payment of the 
premium? Whittaker, clothed with the 
authority to deliver up that policy to 
his client and then to collect the insur 
ance premium, and, if he collected it, 
was he the agent for the insurance com 
pany, or was he solely agent for the 
neople insured, the plaintiffs in this ac 
tion? The plaintiffs said that they paid 
the premium to Whittaker. If Whittak 
er was the agent, and vou find that 
Whittaker was the agent for the insur 
ance company, the insurance company 
had been paid the premium on the pol 
icv on October 14, 1921, and the plain- 
tiffs were entitled to judgment in this 
action. On the other hand. if Whittak 
er was not the agent for the insurance 
company to receive that premium, then, 
it is your duty to go into the other ques 
tions that were raised 
thet came before vou.’ 

William Otis Badger, Jr.. and Milo 
Otis Rennett anpeared for the insured 
and Fox & Weller and Robert P. Schur 
for the City of New York Insurance 
Company, the defendant. 


the other issues 





CHICAGO COMPANY’S RECORD 

The aecident and health premium in 
come for the casualty department of the 
National Life U.S. A. for the month of 
October was $311,548.98. At the pre- 
minum rate for the month of October 
the annnal premium income would be 
nearly $3.750.000. The largest gain was 
made in the Monthly Premium Payment 
Department, namely, $6,205. Figuring 
on this basis, this department would 
make an annual increase of about $75, 
000. This again fully demonstrates the 
popularity of Monthly Premium 
dent and health insurance. 


acci- 


U. Ss. F. & G. ON DOGS 
(Continued from page 27) 


on both new business and renewals, but are 
not intended to be retroactive or to be al- 
lowed as a credit on existing business on the 
company’s books prior to October 1, 1923, ex- 
cept upon three-year policies, in which case 
the discount will apply from the next anni- 
versary date. 

Effective in New York State as soon as ap 

proved by insurance department, 
ndorsement 

In consideration of the reduction in the pre 

mium rate charged for insurance under this 
policy the assured hereby agrees 

a. That a dog is kept and maintained on the 
premises covered by this policy. 

b. That due diligence will be used to keep 
and maintain a dog on the premises cov- 
ered hereby during the continuance of this 
policy 

The company hereby agrees— 

a. To consider the assured’s promise to keep 
and maintain a dog on the premises sole 
y as an obligation of good faith, and as 
a measure of protection to life and prop 


ure of protection to life and property. 
b. That the failure of the assured for any 
>» whatsoever to have the dog on the 

premises at the time of the occurrence of 

a loss shal] not invalidate the insurance 

granted under this policy. 
Attached to and made a part of Residence 
Jurglary Theft and Larceny Policy No 
Apidos sas fe ee reer pers 
United States Fidelity and Guaranty 
Company. 

special supply of the above endorsement 
form is being printed and will be forwarded 
ty all policy writing agencies at the earliest 
possible moment. 





PERMANENT DISCOUNT 

J. Scofield Rowe, vice-president of 
the United States Fidelity & Guaranty, 
said to The Eastern Underwriter this 
week that the discount for dogs in resi- 
dences and apartment houses made by 
that company prior to its joining the 
Burglary Bureau of the National Bu- 
reau of Casualty & Surety Underwriters 
would stand and that it was not a tem. 
porary proposition. 





MANY JOIN BURGLARY BUREAU 





G. F. Michelbacher Elected Manager 
And L. H. Carr Assistant Man- 
ager of New Department 


At the meeting of burglary under- 
writers at the National Bureau of Cas 
vualty & Surety Underwriters last week 
the organization of a burelary depuart- 
ment was completed, G. FEF. Michel 
bacher was elected manager of the 
new department and L. H. Carr ag as 
sistant manager. The governing com- 
mittee consists of the National Surety, 
the United States Fidelity & Guaranty, 
the Fidelity & Casualty. the Travelers 
Indemnity and the Independence In- 
demnity. 

The following companies joined the 
pew burglary department: Aetna Cas- 
ualty & Surety, Continental Casualty, 


an, 














WANTED 


Men who have had previ- 
ous successful business expe- 
rience, preferably along some 
insurance line, to attend, at 
our expense (free tuition, 


board and room), our Acci- | 
Insurance | 


dent and Health 
School to be conducted in 
Newark, N. J., for three 
weeks, commencing Decem- 
ber 3d. 


Both theoretical and prac- | 


tical instruction will be given. 
Courses are designed to train 
men as Managers and Assist- 
ant Managers of agencies in 
our Weekly Life, Accident 
and Health; Monthly Premi- 
um Payment; Commercial; 
and Group Departments, for 
the new fields that we are 
opening up in New York and 
the New England States. Posi- 
lions guaranteed those doing 
satisfactory work. 

For particulars address W. A. 
Granville, Educational Director, 
United States National Life and 
Casualty Company, 29 South La 
Salle Street, Chicago, IIl. 

















London & 


Sagle Indemnity, Fidelity & Casualty, 
Globe Indemnity, Hartford Accident & 
Indemnity, Indemnity of North 
ica, Independence 
Guarantee & Accident, Maryland Cas- 
ualty, Massachusetts Bonding, Nation. 
Casualty, 


Indemnity, 


Surety, New Amsterdam 


New York Indemnity, Norwich Union 
Indemnity, Royal Indemnity, Travel- 
ers’ Indemnity, United States Casual: 


ty, United States Fidelity & Guaranty, 
Lancashire Indemnity, Un- 
ion Indemnity, Phoenix Indemnity and 
Preferred 


Accident. 


Amer- 
London 





~ HENRY 





Duly organized, 


ment of New York. 


| ACCEPTED 


RAIN INSURANCE 
“Inland Lloyds” of New York 


Cash Deposits in New 
| York State 


| $415,050.50 


approved 
licensed by the Insurance Depart- 


| ALL FORMS OF INSURANCE 





INCORPORATED 1910 


75 FULTON ST., NEW YORK 
UNDERWRITING MANAGERS for THE UNITED STATES and CANADA 








FOR 








and 





W. IVES & COMPANY 





EXCESS COMPENSATION 
CASUALTY COVERS 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 
Surplus $2,210,000 
Surplus and Reserve $6,200,000 


STRONGEST CASUALTY 
COMPANY IN AMERICA 


—— 
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Brilliant Dedication 

Of Braniff Building 
VISITORS FROM LONG DISTANCE 
(klahoma City People Also Help Make 


Opening of Ten-Story Structure 
a Success 





It was upon the confidence, 
and untiring effort of such men 
waniff, president of the T. FE. 
(o,, and Leonard & Braniff Investment 
(o, and J. C. Leonard, secretary-treas- 
wer, that Oklahoma was built; and it 
will be upon the same type of men that 
the state will depend for its future de- 
velopment. 

This was the consensus among speak- 
ors at a luncheon given by the business 
men of Oklahoma City, for Mr. Braniff 
and Mr. Leonard and their guests at 
the Chamber of Commerce, Saturday 
noon. 

As an initial 
the confidence of the outside business 
world in Oklahoma, by acquainting 
eastern capitalists with true conditions 
existing here, Mr. Braniff invited a 
coterie of executives of some of the 
largest insurance and investment com- 
panies in the country, to Oklahoma 
City, as his guests, Saturday, and to at- 


energy 
as T. E. 
Braniff 


step toward restoring 


tend the formal opening reception of 
the new Braniff building, the same 
night. The visitors included O. E. Fi 


field, of Springfield, Mass., superintend- 
ent of the loan department of the 
Massachusetts Mutual Life; A. fF. True- 
blood, of Kansas City, district manager 
of the same company; Heath Moore, 
Kansas City, district manager of the 
loan department of the New York Life 
Insurance Co.; Edson §S. Lott of New 

York, president of the United States 
Casualty Co.; Spencer Welton, of Bal- 
limore, vice-president of the Fidelity 
& Deposit; G. KE. Turner, attorney of 
Chicago; B. J. Cavanaugh, investment 
broker of Des Moines, fa.; and W. M. 
Temmink, Baltimore, Fidelity & De- 
posit Company. Among newspaper men 
present was ©. J. Hitchcock, of Louis 
ville, 

Ed S. Vaught, widely known attorney 
of the city, presided at the luncheon 
and called upon Campbell Russell, di- 
rector of the Oklahoma City Bureau of 
Governmental Research; John Fields, 
editor of the “Oklahoma Farmer” 
John Whitehurst, president of the State 
Board of Agriculture; and Mayor Car- 
sill, who responded with five minute 
talks extolling the value of such citi- 
wns as Mr. Braniff and Mr. Leonard, 
wd emphasizing the possibilities and 
wealth of resources in Oklahoma. 

Then the guests spoke: “There are 
too many men like Tom E. Braniff, in 
Oklahoma, to ever allow any condition 
o combination of forces to interfere 
with the splendid reputation to which 
the state is entitled, and the surprising 
enterprise and spirit of the men in this 
state will progress, in spite of all the 
Jack Waltons on God’s green earth,” 
said Edson S. Lott. 

0. E. Fifield, in a 


few words, paid a 


iribite to Oklahoma. “Our company 
has never regretted coming into this 
slate,” he asserted, adding “We have 


always had prompt payments from this 
‘late and no foreclosures—and I believe 
We will never have one. 
Among the other speakers were P. J. 
Cavanaugh, and Mr. Hitchcock. Bril- 
ry’ lights from the entire ten stories 
‘the new Braniff building blazed a 
relbeine to the throng from Oklahoma 
City’s best known business circles, as 
they called to congratulate Mr. Braniff 
bon his achievement. A profusion of 
flowers attested the recognition of in- 
‘lrance companies and other large 
business concerns—both local and for- 
cign, 
The building is of reinforced con- 
‘rete and covers a lot 75x140 feet. It 
' of classic architecture, effectively 
adapted for use in a modern business 
building. Where architecture treat- 


” 





Insurance Men In 
Puritan Mortgage Co. 


ON BOARD 


OF NEW CONCERN 


I’. Highlands Burns, J. Frank Presbrey, 
H. J. Gross and Others Interested 
in Mortgage Company 


Four men well known in insurance 
circles are on the board of directors of 
the Puritan Mortgage Company, of 


New York, a first mortgage real estate 
bond corporation, which devotes its 
operations to improved income produc- 
ing properties in the larger cities. 
They are President F. Highlands Burns, 
Maryland Casualty; Harold J. Gross, 
well known Providence agent; William 
Rhinelander Stewart, Jr., of John C. 
Paige & Co., and Frank Presbrey, a di- 
rector of the New York Life and of the 
National Liberty. 


Asked by The Eastern Underwriter 
for a description of the operations of 
the company, the following statement 


was made by the Frank Presbrey Co.: 
“Mortgages on real estate originated 
the unrecorded depths of antiquity 
and have always been regurded as one 
of the safest and most profitable busi- 
nesses in the world. Until compara- 
tively recent years the mortgage busi- 
ness was confined to savings banks, in- 
surance companies and individuals of 
large financial resources. The demands 
on the lender being moderate, these 
sources sufficed but with the advent of 


in 


large apartment houses, gigantic office 
buildings, industrial plants, ete., whose 
costs run into hundred thousands in- 
stead of ten thousands of dollars, it 
Was necessary to develop a financing 
arrangement that would accommodate 
this new burden. 

“The problem was solved through the 


introduction of the mortgage 
tem. This system is extremely simple 
in essence consisting actually of buy- 
ing mortgages at wholesale and selling 
them at retail. A mortgage company 
places the first mortgage on an income 
producing property and then sells the 
mortgage in the form of bonds that 
range in amount from $100 upwards. 

the mortgage 


» bond sys 


“Before arranging for 
the mortgage company thoroughly in- 
vestigates all the various phases that 
might bear on the property’s future. 
The proposed building must be in a de- 
sirable location; there must be a prov- 
en demand for the facilities it offers; 
and most important of all, the estimated 
earnings of the building must be suffi- 
cient to take care of the maintenance 
and upkeep charges as well as the in 
terest, and in addition pay off a substan- 
tial amount of the loan each year. The 
loan, representing a conservative frac 
tion of the total value of the land and 
property at the outset, is thus increas- 
ingly safe-guarded by :the periodical 
payments of the borrower. 

“Usually a strong local financial in 
stitution is appointed trustee on each 
bond issue. The bonds are held in es 


ment is used in the interior, the same 
type prevails. 


The offices of the T. KE. Braniff com 
pany and Leonard and Braniff. occupy 
5.700 square feet on the first floor and 
1.350 on the second. The latter is used 
exclusively for the solicitors. The 
basement is reserved for a conference 
room, rest rooms, supply room, dining 
room, shower baths and kitchen, to be 
used for the convenience of the em- 
ployes and for staff banquets. 

The main offices on the first floor 
radiate good taste. They are finished 
in American walnut, inlaid in conven- 
tional designs, with white holly. The 
ceiling is acoustically treated and the 
floor so arranged as to absorb all sound. 
A cooling and ventilating system has 
been installed, which changes the air 
throughout the entire office, every six 
minutes. The furnishings are of walnut 
to match the woodwork. 
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crow by the trustee pending their sale 
and delivery to the mortgage company 
which acts as a kind of fiscal agent for 
its bond buying clientele; and all the 
money received from the bond sales is 
held in escrow pending payment to the 
borrower. Advances are made to the 
latter as the building reaches specified 


stages of completion or in case the 
building is already completed the 
money is paid to the borrower after all 


matters as to title, 
factorily proven.” 


etc., have been satis- 


F. & C. Defines “At Cost” 
Expression for Agents 


IT IS OFTEN A_ SUBTERFUGE 
Frequently Insurance Companies Pro- 
vide Insurance at Less Than Cost, 
Says Company 
What does the expression, “At Cost,” 
mean in the insurance business? 

The Fidelity & Casualty 
in this way: 

We hear a great hue and cry from 
mutual and reciprocal companies about 
insurance at cost. 


answers it 


They do not sell insurance at cost 
any more than the stock companies do. 
At cost, in our opinion, means the 
total cost of handling a product or serv 
ice, It includes overhead, labor and 
material and interest on the holdings 


of a stockholder, which is the so-called 
profit so often by-rated by mutual com 
petitors. It includes the same general 
costs in the mutual or reciprocal com- 
pany, excepting that the interest the 
stock company pays the stockholders, is 
paid to the attorney-in-fact of these as- 
sociations as a salary. 

Wherein is the difference? 

Herein is the difference. 

When a policy is issued in a mutual 
or reciprocal association it contains a 
clause which provides for the right of 
that association to assess its policy- 
holders or members sufficient to make 
up the amount of losses and expenses 
for which there is a deficit in the treas- 
ury. But it does not provide that the 
uttorney-in-fact shall return the profit 
he has made out of the conduct of such 
a business. 

When a policy is issued in a stock 
company the premium paid is all that 


can be and is charged for the entire 
policy period. If there is a deficit due 
to excessive losses the stockholders 


who profit by good experience return 
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some of their profits. A good example 
of that was demonstrated at the San 
Francisco fire in which the stockholders 
of one company paid into the treasury 
over 700% of their holdings to make 
up the deficit of the great losses expe- 
rienced by fire companies at that time. 

There was no assessment of policy- 
holders. The stockholders who profited 
in good years cheerfully contributed to 


preserve the integrity of the great 
stock institutions. 
That was insurance below cost. 


At cost advertising is a subterfuge as 
it is not true in fact. The reason it is 
used so much by mutual, reciprocal and 
inter-insurance exchanges is that it is 
the only sales point they have that 
possesses an ounce of appeal. They 
cannot draw a comparison to the stab- 
ility, resources, reliability, strength and 
service of the stock company institu- 
tions. 

They are the weak-sisters of the in- 
surance fraternity. Do not permit any 
of your friends, neighbors and clients to 
be fooled by the bait of low price and 
insurance at cost. 





GARDNER RETURNS 
William J. Gardner, manager of the 
Pacific Coast department of the Ocean, 
has returned to San Francisco, follow- 
ing a visit to New York. 
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